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ALBANY SITUATION 
AGAIN TO THE FRONT 


Companies in Walsh Agency Holding 
Firm to Their Original 
Decision. 

STATE ASSOCIATION TO ACT. 
Conditions Likely to Grow Worse Be- 


fore They Get Materially 
Better. 


Albany, N. Y., Sept. 24. (Special.)— 
Through the decision of the Under- 
writers Association of New York 
State at its recently held meeting, 
to take the letter of the Aetna Insur- 
ance Company dealing with the “Al- 
bany situation” from the table, there 
has been a marked revival of interest 
in the matter by agents of this city 

Following the lead of the Aetna, the 
Hanover and the Fireman’s Fund are 
standing by the position assumed after 
the District Committee of the State As- 
sociation appointed to review the case 
made its report, namely that having 
been adjudicated by a proper tribunal 
the matter cannot be reopened. 

Meantime changes of importance 
have taken place in the representation 
of several companies here and the 
feeling is that certain prominent agen- 
cies are lining up for a lively scrap. 
Thus far despite the numerous de- 
fections from the Albany board rates 
and rules are being observed, daily re- 
ports properly prepared and stamped, 
and head office instructions regarding 
routine affairs promptly and cheer- 
fully obeyed. 

When such conditions fail to obtain 
head office men will likely take an ac- 
tive instead of a purely passive inter- 
est in our troubles, and we may ex- 
pect that aid from headquarters with- 
cut which a proper adjustment of the 
questions in dispute seems impossible. 





CONSIDERING AMALGAMATION. 


American and the Insurance Co. State 
of Pennsylvania Talking 
Merger. 


The wisdom of consolidating the 
American Fire and the Insurance Com- 
pany of the State of Pennsylvania is 
being considered by the directors of 
the two institutions. 

The companies, both of Philadelphia, 
are owned in considerable part by J 
S. Frelinghuysen of New York city, whe 
keeps an eagle eye upon their opera- 
tions. 
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THE HOME 


INSURANCE COMPANY 


NEW YORK 


Fire, Lightning, Windstorm, Automobile, 
Parcel Post, Tourists’ Baggage, Marine, 
Sprinkler Leakage, and Registered 
Mail Insurance 


Bes Avoids controversies and disagreements if practicable; if not, 
pacifies or reconciles if possible; rectifies if justifiable, and 
never fights in court if preventable. 


ELBRIDGE G. SNOW, President 











North British 


and Mercantile 


1866 


Insurance Co. 


Established 1809 





Since 1866, when the North British & Mercantile entered the United 


States, 1,833 Fire Insurance Companies have failed or retired 








OULD you recognize opportunity if you 


met it face to face? Some people don’t. 


If you are alive, on the job and anxious to 
succeed, write us. 


Pittsburgh Life & Trust Co. 


HOME OFFICE, PITTSBURGH, PA. 





HOWARD S. SUTPHEN 


DIRECTOR OF AGENCIES 


Ww. C. BALDWIN 


PRESIDENT 
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WHAT RECORD OF 
AN AGENT SHOWS 


Splendid Achievement and 
Bearing on Opposition to Part 
Time Agents. 


His its 


HE SELLS NOTHING BUT INCOME. 


Supt. Drew of Mutual Benefit Life, 
Cites Case of W. H. Beers, Jr., 
Before Convention. 

At the recent convention at Atlantic 
| City of the National Association of 
| Life Underwriters, a strong sentiment 
was developed against recognizing part- 
time men in life insurance and the 
matter was emphasized by several of 
the speakers. A considerable part of 
ene of the sessions was devoted to the 
discussion of life income contracts and 
the opinion seemed to prevail that 
these policies were harder to sell than 
the old lump sum forms. One of the 
epeakers on this subject, A. A. Drew, 
superintendent of agencies for the Mu- 
| tual Benefit Life, in a very brief talk, 
presented facts the 





some which in 


Entered United States | °Pinion of many present seemed to re- 


| fute both of these important 
tions, both as to part-time men and 
the selling of life income contracts. 
Mr. Drew told of a young agent of 
his Company who has been in the bust- 
ness three years and has never sold 
anything but income contracts. His 
success has been phenomenal and Mr. 
Drew tried in the five minutes allotted 
him to tell of the man’s methods. The 
case contained so much that is valuable 
and interesting, that The Eastern Un- 
derwriter secured particulars which 
are here presented. Mr. Drew in his 
talk at the convention made no argu- 
ment in favor of part time men, but 
he merely remarked that the agent in 
cuestion had started as a part time 
man and quickly developed into a 
brilliant success. This statement was 
commented on later among the dele- 
gates and many were of the opinion 
that part time men are a valuable 
source of agency material. 
One Agent’s Record. 

The agent whose achievements illus- 
strated so strikingly both of these 
points which seemed to be contrary to 
the general opinion among life insur- 
ance men, is W. H. Beers, Jr., 28 years 
old, of Buffalo, N. Y. Mr. Beers was 
a bank clerk in Lockport, N. Y., in 1910, 
when he took up the writing of life 
insurance in his spare moments in the 
evening. He never presented anything 
but the life income contract and his 
method is peculiar. He never talks a 
certain amount of life insurance, as, 
$1,000, $2,000 or $5,000. He presents 
the income idea solely and talks say, 
$500 a year income as an ultimate 
proposition, regardless of the age or 
earning power of the prospect at the 
time. He dangles the $500 income for 
his wife before him and keeps it there. 
He may write the man for only a small 
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part of this but his records show that 
time and time again he goes back and 
writes more for his policyholders on 
the same plan. Some have called him 
up and said that they were ready now 
to take more of that income insurance. 
A tabulation of the sources and segre- 
gation of his business is interesting 
and shows: 
Getting Prospects. 


Lives. 
Own initiative .....,.. 92 $217,000 
Tips ty policyholders .. 11 34,500 
Self inquiries ......... 8 9,000 
Tips by friends ........ 4 8,000 
Answered circulars 3 14,000 





118 $282,500 


Strangers before 1912 .. 


Acquaintances ......... 22 52,504 
Policyholders .......... 20 54,000 
PUG bowie cscsseeesss 17 48,500 


118 $282,500 

The following illustration shows Mr. 
Beers’ method of presenting the in- 
come proposition 

Income—Option No. 2. 

“Jones and the Annuity Bond.” 
Age, 30. Wife, 30. Daughter, 5. 
Amount, $12,560. 

Acc. End. Plan. Yearly Deposit, $329.38. 
Family Protection. 

In case of your death, both wife and 
daughter receive about $50 per month 
($31.64 guar. plus $17.71 div.; total 
$49.35) as long as either shall live, 
with $12,500 payable after their deaths. 
Illustration. 

In case of your death, Ist 

year Co. pays wife during 

her exp’cy of 35 yrs., about $21,000.00 
Co. then pays daughter dur- 

ing ther exp’cy of 28 years, 





16,800.00 


BOOUE ccc ccsesrecrseeseeove 
Co. pays after death of wife 

end GRUGTUOD 26 cccceccsae 12,500.00 

EE Sadi nda davewe asic $50,300.00 

You have oo ee 9.38 
Minimum Company can payv.. 12,500.00 
Maximum you can pay (30 

rs. present basis)........ $81.40 
SG detecaas cehenetunes Eee 
Business Protection. 

Yo have available at all times the 
full cash, loar ind other surrender 
values 1 $12.51 lif i end. pol 
j These guard your isiness in a 

ial cris The policy stre¢ thens 
our ¢ dit at all times 


Self Protection. 

At age 65 (as per present basis) you 
receive the benefit of the $12,000 so 
that during your later years both your- 
self and wife receive the above ap 
proximate $50 per month as long a 
either shall live with the $12,590 pay- 
able as you direct—after your deaths. 

Incomes—Option No. 3. 


Age 35, wife 30, $10,000, life ace 
end. plan yearly deposit ....$263.59 

Annuity of $55 per mo. (4.86x 
EN wee ans as be aeedwind Nad 52.08 
Fotal Gepost .csecccs $295.58 


—————— 


Family Protection. | 

$55 per mo. for life (increased by divi- 

dends ist 20 years) with payments 
guaranteed for 20 years. 
Illustration. 

In case of your death ist year 

Co. pays wife during her ex- 


pectancy of 35 years ...... $23,109 
Dividends during 20 yrs. (pres- 
a a ree rns a 1,728 
TEED eaidsdeventineskd wen 24,828 
You have deposited ......... 295.58 
Co. guarantees Ist 20 years.. 13,22 | 
Dividends during 20 years | 
(present basis) ........... 1,728 
< | 
Minimum Co. can pay ...... 14,952 | 
! 
| 


Maximum you can pay (30 de- 
posits as per present basis) 8,867.40, 


,084.69 | 


r) 


SEE? Siegwshas aie eaeenn 
Busiress Protection. 
You have available at all times the 
ful cash, loan and other surrender 
values of a $10,000 life acc. end. policy. 
These guard your business in a finan- 
cial crisis. The policy strengthens 
your credit at all times. 
Self Protection. | 
At age 65 (as per present basis) you | 
receive the benefit of the $10,000 so 
that during your later years both your- } 
self and wife receive $49.16 per mo. for | 
life (increased by dividends during Ist | 
20 years) with payments guaranteed | 
for 20 years. 
(Supplemental Form D 590-12 -49.16.) | 
Incomes—5000 Op.—2 combined with | 
5000 Op. i 
Ave 35, Wife 30, Son 5. $10,000 Life. | 
Acc. End. Plan. 
WOErTy GOOD ovécwecsiaeeaaie $263.50 
Annuity of $30 per Mo. (4.86x3.6) 17.50 





Te: GONGEE. sivccccxeensee 281.00 

5000 Option 2. Guarantee, $12.65; Div. 
$7.09, Total $19.74; 5000 Option 
Cuarantee, $27.55; Av. Div. $3.60, Av. 20 


yr., $31.15. Totals $40.20, $10.69, $50.89. 


Family Protection. 


In case of vour death wife receives 
about $50 per month for life (averages 
50.89 during Ist 20 years, 49.74 there- 


after) with $5,000 pavable to son at her 
death. 

In case of death of both yourself and 
wife, son receives about $30 per month 
until afe 25 at which time he receives 
uted value of remain- 


ing instalments if any. 


»,000 plu con 


Ilustration. 








Great Southern Life Insurance Company 


J. S. RICE, President HOUSTON, TEXAS J. T. SCOTT, Treasurer 


OUR RECORD 


COMMENCED BUSINESS NOVEMBER 1, 1909 


INSURANCE IN FORCE 
(paid-for basis) 





GROSS ASSETS 


Dec. 31, 1909 $655,004.93 $992,000.00 
Dec. 31, 1919 1,057,016.02 5,352,260.00 
Dec. 31, 1911 1,128,912.85 10,057,028.00 


Dec. 31, 1912 1,306,689.41 14,859,856.00 
August 31,1913 1,441,027.98 20,687,142.00 


FOR AGENCY CONTRACTS ADDRESS 
O. S. CARLTON, Vice-President - - HOUSTON, TEXAS 








The State Life Insurance Company 
INDIANAPOLIS 


Not The Oldest--Not The Largest--Just The Best 


TEN MILLION DOLLARS 


Deposited With The State of Indiana For The Sole Protection of 
Policyholders 








Good Territory and Remunerative Contracts for Men Who Can 
«Do Things”’ 


Address CHARLES F. COFFIN, 2nd Vice President 
1231 State Life Building 











In case of your death Ist 
vear compan pay wile 
durit h exp’c) Oo 5 
PUREE. DOME n6:6dectiekaesies $21,000 
Cc pan pays son at death 
of wife a ave oem Sr gee ated 5.000 
OE - sh avaccntahadtaansd .. 26,000 
(Continued on page 7.) 


State Mutual Life Assurance Co. 


—_OF- — -_ 
WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 
BURTON H. WRIGHT, President 
... PROGRESSIVELY SUCCESSFUL... 
January 1, 1913 


Assets - - - - $40,824,834.55 
Liabilities - - - . 37,768,198.59 
Surplus Mass. Standard - ° $3,056,635.96 
Insurance Issued, 1912 ° - $22,831,849.00 
Insurance In Force - - - $160,951,604 00 


The year 1912 was the most successful in the history of the State Mutual 
That means successful agents. 


Only the highest grade men considered. 


EDGAR C. FOWLER, Superintendent of Agencies 











Unexcelled Service To Policyholders 








Surplus and Dividend Funds : 


For Fifty-three Years Characterizes 


THE GERMANIA LIFE INSURANCE COMPANY OF NEW YORK 


1912—ANOTHER YEAR OF PROGRESS AND PROSPERITY 
Assets (January 1, 1913) - : 


$48,205,861.37 Liabilities . - js js $41,705,528.43 
6,500,332.94 New Insurance paid for j » 18,048,969.00 
Insurance in Force (Paid for basis) ; ; $138,615,233.00 


The Company’s METHODS are CLEAN and PROGRESSIVE, its policy forms contain the most liberal provisions and 
guaranteed values, and the premiums are low. 

PRODUCERS can obtain ATTRACTIVE AGENCY CONTRACTS for exclusive territory with the COMPANY DIRECT, 
by addressing HOME OFFICE, 50 Union Square, NEW YORK. 
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SAFETY BEFORE EXPANSION 


INSURANCE. 





BUSINESS RESERVE 


M. B, Lockyer, of Philadelphia, Issues 
Attractive Pamphlet Showing Value 
of Financial Safeguards. 


[By special permission of the au- 
thor, The Eastern Underwriter is per- 
mitted to reproduce herewith a copy- 
righted pamphlet by M. B. Lockyer, the 
well-known Philadelphia life underwri- 
ter, dealing with “Business Reserve In- 
surance Contracts.—Ed.] 

Liquid Assets Essential. 

In the swift race for new and in- 
creasing business many merchants 
overlook the fact that safety should 
come before expansion. The man who 
puts all his profits back into his busi- 
ness may find his affairs growing at a 
very gratifying rate, but if sudden 
panic or depression should strike the 
country he could not use his machinery 
or manufactured product as security on 
which to raise money. He must have 
something that is liquid; that is, easily 
convertible into cash. 

For this and other reasons it seems 
worth while to point out a plan by 
which any man may set up a protection 
against unforeseen adversity in the 
shape of a reserve fund invested in 
high-class business reserve insurance 
contracts. 
big and little business, and it is within 
the range of everybody. 

The whole structure of safe and suc- 
cessful busines is reared on a reserve 
or a surplus. When you look into the 
safeguards that great railroads and 
corporations employ you see the surplus 
sticking out. 

The Government requires the Na- 
tional banks to keep a legal reserve as 
a protection for the depositors. Thus 
the very word “reserve” has come to 
spell “safety.” If large institutions 
have it, why should not the average 
man who, perhaps, needs it as much, 
if not more? 

Many business men do not realive 
the great value of such a fund until 
some emergency develops that plunges 
them into ruin, and then they find out 
that it is too late. 

Safe and Certain. 

At the very outset the question 
arises, why should the reserve fund be 
invested in business reserve insurance 
contracts, which could pay only a low 
rate of interest on the money invested 
at the highest, when the money thus 
employed might go back into the busi- 
ness and yield from fifteen to twenty- 
five per cent.? 

In the first place, a business reserve 
insurance contract of the highest type 
—and this is the only kind that should 
be bought for this purpose—is one of 
the best of securities. The best mort- 
gage, while equally secure, might be 
slower of conversion, In times of stress 
it is often highly important to get hold 
of money at once, for in a panic the 
delay of a single day in meeting a pay- 
roll, for example, might bring disaster 
upon a firm. 


Here is a real bulwark for. 


In the second place, a business re- 
serve insurance contract, if well se- 
lected, is always gilt-edge collateral for 
a loan. In the third place, the very fact 
that a merchant is putting aside a re- 
serve fund in a business reserve insur- 
ance contract is in itself a commenda- 
tion to the banker with whom he does 
business. This in turn means credit, 
for it shows the banker that the mer- 
chant is prudent and is not putting all 
his surplus earnings back into his busi- 
ness. 

A fourth reason is that although the 
business reserve insurance contract 
may be locked up in a safe or in a 
safety vault box it has an annual earn- 
ing capacity all the time. 

If the contract earns only three or 
four per cent. per annum it is at least 
safe and certain, and the deficiency in 
income as compared with other money 
invested by the firm is more than made 
up in the moral aid it gives the con- 
cern’s credit and standing. 

Easy to Commence. 

While any business man is quick to 
see the advantage of such a reserve 
fund, many assume that it requires a lot 
of money to start it, and therefore never 
begin. People make the same mistake 
about bank accounts and investments, 
for they labor under the delusion that 
to make money you must have a con- 
siderable sum. This ignorance has 
kept thousands of people in hard cir- 
cumstances all their lives. 

The truth of the matter is that with 
this reserve fund, as with any kind of 
an investment, you can make a very 
modest start, and after the start is 
made it is amazing to see how it grows. 

Perhaps the best way to illustrate 
this is to tell a concrete story. 

A Practical Illustration. 

A certain New York publishing house 
was started by a small group of very 
clever men. It prospered from the 
start and every spare dollar of surplus 
was put back into the business. Soon 
they were in their own building. 

One day the head of the firm was rid- 
ing on a train and he engaged in con- 
versation with a western merchant. 
They compared notes about their busi- 
ness. The western man told about his 
“brick-and-mortar assets,” as he called 
them, but he remarked that the best 
asset of his firm was its business re- 
insurance contracts, and then 


serve 
went on to explain. 
It set the publisher to thinking. 


When he got back to New York he told 
his partners about his experience with 
the westerner. Then he said: “I have 
a suggestion. Let us put aside ten per 
cent. of our payroll every week for the 
purchase of business reserve insurance 
contracts and thus build up a reserve 
fund for emergencies.” 

Some of his partners protested, for 
they made the argument that the 
money could be more profitably em- 
ployed in increasing the firm’s output. 
But the head of this publishing firm 
was a very persuasive person and he 
carried his point. 

The next week the firm called in a 
life insurance expert and arranged for 


(Continued on page 5.) 


PLEA FOR G0-OPERATION 


THE MESSAGE OF HENRY ABELS. 


Tells Life Underwriters Great Organi- 
zations Should Act With a Com- 
mon Purpose. 


In his address before the National 
Association of Life Underwriters at 
Atlantic City last week, Henry Abels, 
President of the American Life Con- 
vention, took for his theme a topic 
which is most conspicuously before the 
entire civilized world at the present 
time; namely, co-operation. After re- 
ferring to a single scarlet thread which 
is said to be woven in all the rope 
used by the British Navy for the pur- 
pose of reminding Jack Tar that loy- 
alcy, unity and strength ever prevail 
and that he is always in touch with the 
British Empire regardless of where his 
particular post of duty may lead him, 
Mr. Abels said: 

In all deliberations, all work, 
let us keep in touch by the scarlet 
thread of harmony, that our united 
efforts may bring about the great 
est measure of success to Life Un- 
derwriters and their companies, 

Mr. Abels stated that he had often 
wondered why more of the representa- 
tives of the 100 companies comprising 
the American Life Convention were not 
affliated with the Life Underwriters 
Association movement. In seeking a 
cause, he asked the following three 
questions: 

“Have American Life Companies 
been slow to realize the ‘important 
place this body occupies in the solving 
of problems redounding to the good of 
policyholders, agents and companies. 

“Or have the agents of these compa- 
nies overlooked the advantages accru- 
ing from membership in the organiza- 
tion. 


“Or can it be that the Association 


itself has failed to grasp the oppor- 
tunity to extend its power for good 
among the representatives of these 
smaller companies.” 

Continuing Mr. Abels said: 

“The personnel of the agency force 


is one of the strongest factors of the 
Underwriting business of to-day. Edu- 
cation in salesmanship has increased 
many fold the power of the solicitor. 
He possesses a broader outlook of 
men and affairs than of old. He dig- 
nifies his profession and by a more 
thorough knowledge of the principles 
of life insurance, understands to a 
greater degree the positions taken and 
the problems to be met by the home 
offices. A finer realization is his too 
of the advantages accruing through 
sound legislation and conservative 
methods of the policyholders, the 
agents and the companies. 

“The Life Underwriters Association 
and the American Life Convention have 
the same object, the elimination of all 
that is unprofessional, the betterment 
of conditions in the conduct of the 
business, and the strengthening of the 





greatest beneficence to mankind, the 
Institution of Life Insurance. 

“One end to be attained—and it is 
imperative that underwriters and com- 
panies join forces to eradicate the un- 
desirable and to prevent confusion and 
misunderstanding. In no other way 
will life insurance come into its own. 
Harmony of action must prevail be- 
tween these two departments of the 
business ‘if they are to conserve the in 
terests they represent. 

“Cooperation is everywhere becom- 
ing the slogan of increased business 
activity, and life insurance must not 
suffer through lack of realization of 
its value on the part of commissioners, 
companies and solicitors.” 

Launching even deeper into the sub- 
ject under consideration, Mr. Abels 
said that he believed a spirit of har- 
mony and co-operation should prevail 
among the four prominent organiza- 
tions having to do with life insurance 
affairs; namely, National Association 
of Insurance Commissioners: Associa- 
tion of Life Insurance Presidents: Na: 
tional Association of Life Underwriters 
and American Life Convention. These 
bodies, he said, should realize their 
strength as a whole and by earnest 
co-operation dovetail their energies in 
the evolution of a system so far reach- 
ing that the public of generations 
hence shall feel its beneficence 

This is the age of the optimist. Ob- 
Stacles of whatever proportions are 
swept aside or calmly ignored. Re- 
sults are what count. 

The general public has better un- 
derstanding now than in decades Past 
of the true value of life insurance 
but the mission of the underwriter is 
never ended. Constantly must he edu- 
cate the masses not only to the im- 
portance of applying for insurance, but 
of keeping it in force. 

One of the most essential things in 
the question of waste confronting both 
company and agent is that of policy 
lapsation. To a very large degree does 


the responsibility rest wpon the agent, 
to hon must the companies look for 
redress in this ever recurring loss. 


Conservat ion, like charity, begins at 


home—in other words, with the indi- 
vidual, and if each underwriter in at- 
tendance at this meeting but carries 
away with him the determination to 


thing, he will set 
reform. 
es together 
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Pittsburgh Inaugural Dinner. 


would be 


burgh 
Association will give 
+] 


Following its custom, the Pitt 
Life Underwr 
an inaugural dinner to 
ed officers of the Natio 
of Life Underwriters, who were elected 
at the Atlantic City convention last 
week. The dinner, which will be the 
thirteenth given by the Pittsburgh As- 
sociation, will be held at the Fort Pitt 
Hotel, October 6. 


iters 
1e newly elect- 
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Established 1899 


AMERICAN CENTRAL LIFE INSURANCE 


INDIANAPOLIS, INDIANA 


H. M. WOOLLEN, 








Assets over 





NON-PARTICIPATING 
Preliminary Statement Dec. 31, 


President 


CO. 











Insurancein Forceover . . . =} 
Increase (paid for basis) over. . . 


Increase 1912over . 
Deposited with Auditor of State for secu rity of Policvholders over 


Increase 1912 over . ew, ie . 


1912. 


$33,650,000 
4,461,000 
3,530,000 
350,000 
3,370, 000 
'382, 364 
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HOW TO GET PROSPECTS 


SOLVING THE AGENT’S TROUBLES. 








Assistant Secretary Pierson of the New 
York Life Points Out Favor- 
able Channels. 





At the annual convention of Life Un- 
derwriters held at Atlantic City last 
week, W. M. Horner of Minneapolis 
said that the life insurance in force 
should be multiplied by ten; in other 
words, that there should be $180,000,- 
000,000 instead of $18,000,000,000 legal 
reserve life insurance in force. 

If convinced of the reasonableness of 
this statement, the natural inquiry of 
the agent would be “Where shall I look 
for the applications?” Assistant Secre- 
tary Pierson of the New York Life at 
the recent annual meeting of the $100,- 
000 Club of that company, discussed the 
topic “How To Get Prospects.” Seven 
avenues from which results might be 
expected were given, as follows: 

“(1) Statistics show that about one- 
third of the population are presumably 
insurable and only 19 per cent. insured 
in old-line legal reserve companies; it 
is therefore only a question of getting 
at and convincing the people of the val- 
ue and necessity of protection; (2) 
business or partnership insurance has 
opened a wide new field; there are 
more than 300,000 manufacturers alone 
in the United States, many of whom 
have already benefited by life insur- 
ance; (3) a tremendous crowd of young 
men are coming along each year; there 
are approximately five million over age 
15 and under age 21 to all of whom in- 
vestment insurance applies; (4) there 
is a field, if somewhat limited, for in- 
surance among corporations for bet- 
tering the conditions of their people; 
(5) the many fraternal orders, while 
performing excellent service in the gen- 
eral education of the people, must ulti- 
mately adopt old-line methods or their 
members will seek protection in the 
legal reserve companies; (6) the wider 
application of the Inheritance Tax in 
the different States is opening a field 
for insurance among the wealthy, by 
which at small annual outlay the im- 
pending penalty against their estates 
may be covered through life insurance; 
(7) a bank may broaden its loan opera- 
tions and oftentimes secure higher in- 
terest return with the additional secur- 
ity of a policy of life insurance.” 





ONE HUNDRED POLICY CLUB. 





F. E. Beatty Puts a Ban on “Dull 
Times” By Writing 104 Policies 
in 80 Days. 





On June Ist of this year F. E. Beatty, 
secretary of the Oklahoma National 
Life, decided to place a ban on the old 
summer excuse for lack of business by 
organizing a “One Hundred Policy Club,” 
his purpose being to obtain the signa- 
tures of “100 prominent business and 
professional men of Oklahoma Cit) 
agreeing to purchase $1,000 or more 
insurance, provided he obtained 109 
such policies within a 90-day limit.” 
His success was such that in 80 days 
he had secured 104 applications for 
policies ranging in amounts from $1,000 
to $5,000. 

Incidentally Oklahoma City was sup- 
posed to have been in a “business 
slump” at the time. 









Company Will Lose Nothing. 

In reference to the condition of the 
estate of the late George E. Williams, 
New England manager of the Connec- 
ticut Mutual Life, it is stated on behalf 
of the company that it is amply pro- 
tected against loss. Williams died ow- 
ing, according to the reports, upward of 
$1,000,000 and his estate is supposed to 
be valued at less than $100,000. John 
M. Taylor, president of the company, 
has made this statement: 

“Naturally the revelations concerning 
Williams’ career occasion some gossip, 
but we have found that Williams’ ac- 
counts with the company are perfectly 





dealings. The company in its relations 
with him is protected by ample bond 
and there need not be the slightest 
apprehension on the part of any share- 
holder.” 





CLEVELAND LIFE’S DEAL. 





Opening Wedge For Development of 
Additional Territory—Percent- 
ages of Gain Made. 





Speaking of the deal of the Cleveland 
Life to take over the business of the 
Great Northern Life of Toledo, amount- 
ing to $1,750,000, mention of which was 
made in The Eastern Underwriter of 
last week, William H. Hunt, president 
of the Cleveland Life, says that it is the 
intention of his company to establish 
one of its most important branch offi- 
ces in Toledo, making it a division head- 
quarters for the development of the 
territory in northwestern Ohio and 
southern Michigan. 

Of the business to be taken over 
about $500,000 is on the monthly pre- 
mium plan, and $1,200,000 ordinary life. 
Of the latter, substantially $1,900,000 
has paid its second or third premium. 

The Cleveland Life Insurance Co. was 
organized in 1907. Under the direc- 
tion of President Hunt it has made sub- 
stantial progress. Its last statement, 
made the first of this year, showed 
increase for the year of more than 55 
per cent. in income, more than 30 per 
cent. in insurance written last year, 
more than 34 per cent. in admitted as- 
sets and more than 42 per cent. in- 
crease in reserves for the year. Dur- 
ing the past six months the rate of in- 
crease has been much greater. 

Officers of the company, besides Mr. 
Hunt, are: F. F. Prentiss, first vice- 
president; M. J. O'Donnell, second vice- 
president; L. Q. Rawson, secretary; 
Water D. Sayle, treasurer. 

PRUDENTIAL MUTUALIZATION. 
Appraisers Postpone Action to Give 

Minority Stockholders Opportunity 

to Appeal to Court. 








The three appraisers appointed by 
Chancellor Walker of New Jersey, to 
fix the value of the stock of The Pru- 
dential as a preliminary step toward 
the mutualization of that company met 
Monday, but adjourned a week at the 
request of John I. Hardin, counsel for 
the minority stockholders, who oppose 
mutualization. 

The delay is to give Mr. Hardin op- 


portunity to apply on Thursday (to-| 


day) to the Court of Errors and Ap- 
peals for a stay, pending the decision 
by that court on the constitutionality 
of the act authorizing mutualization. 


If Mr. Hardin obtains a stay, it will | 
serve to hold up the proceedings of | 


the appraisers, former Governor John 
Franklin Fort, James Smith, Jr., and 
William M. Johnson, who were pre 
pared Monday to go ahead with the 
work of determining the value of Pru- 
dential stock per share. The act un- 
der which it is proposed to mutualize 
the company, the constitutionality of 
which is to be determined, was passed 


the last regular session of the Leg- | 


islature. soe 


CHANGE POLICY LOAN CUSTOM. | 


New York Life Will Not Require Sur- 
render of Contract—Earnings 
Increased. 

Arrangements are being made by the 
New York Life whereby loans may be 


received by its policyholders without 
the surrender of the policy. It is pro- 
posed to make an endorsement on the 


policy recording the loan and return 
the contract to the assured. 


3y reason of the falling off in| 


prices of high-class securities, the 
company states that it has in many in- 
stances been able to increase its net 
earnings from one-half to one per cent. 
over that of last year, which together 
with the new rate of 6 per cent. on 
policy loans is calculated to increase 
dividends to policyholders. 








Municipal Loans. 





THE 
FIRST MUTUAL 


Chartered in America 


NEW ENGLAND 
MUTUAL LIFE 


INSURANCE CO. 
BOSTON, MASS. 


Operates on a full 3 per cent, Reserve 
under M usetts Law. d 
offers the very best possible 
security, with a safe, 
equitable contract 


On account of the general excellence 
of the securities and the favorable 
rates of interest, the New York Life 
is making a specialty of municipal 
loans. 


HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 











—The Fifty-third Annual Statement 
of the Home Life Insurance Company, 
of which Geo. E. Ide is President, shows 
that most satisfactory progress has 
been made during the past year; that 
the gain in insurance in force is over 
five and one-half millions, the amount 


} FINANCIAL STATEMENT 
Assets Jan. 1,1913..... $61,418,397.99 
| 
| 
| 


in force being now nearly $111,000,000. 
After providing for the various funds Liabilities............... 57,329,587.56 
for the protection of the policy obliga- BaP PIN|). 2..0.4.002 ccccccceee 4,088,810.43 


tions, there remains upon a most con- 
servative basis of valuation a surplus 
of nearly two millions, over and above 
the fund of two and one-half millions 
which is set,apart for deferred divi- ]| 
dends, an item ordinarily included in 
the surplus account. The payments to 
policyholders during the year amounted || 
to nearly three millions, including over 
half a million dollars in dividends to || 
policyholders. | 

“The Com’cl & Fin’cl Chron,” 1-25-13, 


Alfred D. Foster, President 
D. F. Appel, Vice-President 
J. A. Barbey, Secretary 
Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 


CHARLES H.S8T USS, General A t 
200 Fifth Avenue’ Nee Vork 





For Agency apply to 











GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. A goodly crew of money 
makers are writing 


Insurance for the . . . 














UNEXCELLED IN 
Favorable Mortality | 


—AND— 
Economy of Management | 
THE 








Provident Life 


AND Trust Company 
OF PHILADELPHIA | 


| Rates of Premium Extremely Low | 
and still further reduced by 
Annual Dividends 





in Texas and Arkansas. If you 
want to join them, tell us now. 


JAS. A. STEPHENSON 


PRESIDENT 
DALLAS, TEXAS 




















BERKSHIRE | Liberal Contracts to Productive Agents 


LIFE If unattached and interested, kindly give 
INSURANCE us your name, age, address, state experi- 
COMPANY, ence and furnish references, and a proposi- 
Pittsfield, tion for an agency, if in authorized territory, 


ea will be submitted. W.D. WYMAN, President 
W.S. WELD, Superintendent of Agencies 











National Life Insurance Company 


PURELY MUTUAL CHARTERED 1848. 
Jos. A. De Boer, President 
The following significant figures are quoted from the company’s 
sixty-third annual report: 
DIVIDENDS PAID TO POLICYHOLDERS 





1908 ° ° ° ° $279,808.14 
1909 : ° ° ‘ 530,213.19 
1910 2 : ‘ ° 771,254.39 
1911 ; ‘ . ‘ 878,739.07 
1912 ‘ 1,038, 802.11 


Accounted for in liability and reserved for 


dividend payments in 1913 1,058,174.50 


This demonstrates low cost protective service and is sustained by a strong asset and 
insurance composition. If interested, address 


EDWARD D. FIELD, Supt. of Agencies, MONTPELIER, VERMONT 























September 25, 1913. 
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SARRTY BEFORE EXPANSION 


BUSINESS RESERVE INSURANCE. 








M. B. Lockyer, of Philadelphia, Issues 
Attractive Pamphlet Showing Value 
of Financial Safeguards. 


(Continued from page 3.) 


a block of $150,000 ten-year business 
reserve insurance contracts, and set 
aside $300 as a starter on this reserve 
fund account. Arrangements were 
made to take over these weekly sums 
of money and apply them to the annual 
deposit required on the contract. 


This firm found putting aside $300 a 
week was not such a hardship; that it 
was scarcely missed, and at the end of 
the first year of the experiment the 
partners were astonished to find that 
they had laid the nest-egg of a com- 
fortable investment. 

No Fear of 1907 Panic. 

The plan was kept up for a period of 
years, and what was the result? Along 
came the panic of 1907. Banks drew in 
lines of discount closely and the oldest 
depositors were refused new accommo- 
dations. Soon after the high tide of 
the panic this firm had an opportunity 
to take over a rival’s business. It was 
the chance of a lifetime. But consider- 
able cash was needed. The head of the 
firm went to his banker and asked for a 
large line of discount on his firm’s pa- 
per. The banker hemmed and hawed 
and refused. 

The publisher was quite independent, 
for he said: 

“Very well, I know where I can get 
the money. We have at this minute 
over $50,000 invested and laid aside in 
business reserve insurance contracts in 
such and such a company, and we can 
go to the company to get the money we 
need at a moment’s notice and at five 
per cent.” He started to go out, but the 
bank president stopped him, saying: 

“What you say alters the whole busi- 
ness. I didn’t know you had these re- 
serve contracts, We will be glad to 
furnish the money.” 

Applicable to Small Business. 

The same kind of an incident could 
happen to the smaller business man 
who needs two or three thousand dol- 
lars. 

Such a reserve fund prevents heads 
of houses from walking the floor at 
night in hard times, wondering where 
money can be raised, and it enables the 
business man to be immune from worry 
in such emergencies and to concentrate 
all his mind and powers upon his busi- 
ness. 

It not only gives the firm a feeling of 
security that is an aid to business, but 
it accomplishes a larger result, which 
is best summed up in the remark of the 
publisher whose example has _ been 
used as an illustration: “It has led to 
systematic saving, instead of spending, 
and this is-a virtue as valuable for a 
business house as for an individual.” 

Many firms are enjoying to-day the 
protection and security that business 
reserve insurance contracts give them, 
and have established a plan whereby 
each week the treasurer is instructed 
to transfer to a business reserve insur- 
ance account proportionate sums of 
money, covering the annual deposit re 
quired to maintain the contracts. Thus 
the money for the reserve fund becomes 
a fixed charge on the firm, and provid- 
ing it weekly it is never missed, and 
before many years it has produced a 
good lump sum with no apparent drain 
on the business. 

\ reserve fund invested in business 
reserve insurance contracts may have 
a variety of very constructive uses 
aside from being the basis of credit, 
and an anchor to the windward. 

In troublesome times the loan values 
may be employed in many ways; one 
big Philadelphia manufacturer pays his 
fire insurance premiums out of the an- 
nual returns he receives each year on 
his business reserve insurance con- 
tracts. Thus his surplus is not only 





well and safely employed, but it aids | 
in the protection of his property. | 


Good For the Individual. 


The man need not necessarily be in| 
business to have a business reserve in- 
surance contract. It is a good aid to) 
systematic saving, and in many cases | 
of individuals it has been the founda- | 
tion of a fortune. 

The life insurance element under 
business reserve insurance contracts 
can be applied on the life of one or 
more members of the firm. 

In addition to the financial safety that 
a reserve fund gives to a business con- 
cern, the concern is also protected in 
event of the death of any member of | 
the firm during the period the con- 
tracts run, covering ten, fifteen or 
twenty years, which is optional. The! 
amount of life insurance covering each 
life provides the concern, at the death 
of any member, with a sum of money 
immediately, and the business will not 
be handicapped by having to provide | 
any large sum for the retirement of the 
deceased member’s interest. 





INSPECT PRUDENTIAL PLANT. 





Foreign Students Representing Eight | 
Different Countries See Workings 
of Great Institution. 





Fourteen men and two women dele- | 
gates to the BDighth International Con- 
gress of Students, held at Cornell Uni-| 
versity, representing eight different 
countries, visited The Prudential and 
inspected its plant on Friday of last | 
week, 

Luncheon was served, the officials of | 
the company present being: President 
Forrest F. Dryden, Vice-President John | 
K. Gore, Third Vice-President Wilbur 
Johnson, Fourth Vice-President Ed- 
ward Gray, Statistician F. L. Hoffman, | 
General Solicitor Edward D. Duffield | 
and Arthur A. Fiske, of the advertis- 
ing department. ° | 

Statistics showing the size and im- | 
portance of the company were given by 
President Dryden. A response to his | 
welcome was made in French by Dr. | 
Zoltan De Hendy, of Budapest, Hun. | 

| 
| 


gary. 

Besides Dr. De Hendy there were | 
present Dr. Karl Kumpmann, of the | 
University of Bonn, Germany; Dr. | 
Alexander Roderburg, Aachen, Ger- | 
many; Frans E. Geldenhuys, Johannes- | 
burg, South Africa; Manuel F. Ochoa, 
Cuzzo, Peru; Theodore Volkoff and 
Mrs, Mary Volkoff, of St. Petersburg, 
Russia; Sawland J. Shu, Kwei-Yan, | 
China; Mario Marini, Naples, Italy; | 
Miss E. Schartiger, Heidelberg, Ger- | 
many; Francesco De Ombrosi, Casale, | 
Italy; L. J. Vondracek, Iowa State Col- | 
lege; Juyi G. Kasai, Kofu, Japan; Angel | 
Arturo Rivera, Guatemala; H. W. Erde} 
and Thomas Hughes, of the Cornell | 
Cosmopolitan Club. | 

| 
| 








Extra Five Per Cent. 





The Reliance Life of Pittsburgh | 
makes the following announcement 
under date of September 20: 

“From this date, every life case | 
paid for in the sum of one thousand | 
dollars will earn an increased com- 
mission of five per cent., making the} 
compensation the same as on cases of | 
two thousand or over, provided a mini- | 
mum of one thousand dollars accident, 
with weekly indemnity, or five dollars | 
weekly health insurance is written and 
paid for on the same case. This bene- 
fit will be extended to outstanding | 
first year business on which accident | 
or health insurance was not originally | 
written if an accident and health ad- | 
dition is secured and paid for with the | 
life premium.” | 





Canvassing Old Policyholders. 





| 

Field men of the Equitable Life of | 
New York are making a systematic | 
canvass of old policyholders for the! 
purpose of writing them for additional | 
insurance. 








HE general agent is making a profit on every case 


you write. 


Why not make this extra commission 
yourself by working for the 


STANDARD LIFE 
“ .. OF PITTSBURGH? 


Policyholders are given a stock interest in the company 
by the guaranteed dividends on their policies. 
agents are saving money. 


Write FRANK A. WESLEY 
(Vice-President and Director of Agencies) 

for agent’s contract 
Home Office: THE JENKINS ARCADE BUILDING 
PITTSBURGH, PENNSYLVANIA 


Our 








Purely Mutual 


1912 Largest Year in History of Company 


It will pay you to investigate the reasons 


Write to 





Income Insurance 
Corporation Insurance 
Partnership Insurance 


MILWAUKEE, WIS. 


The Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WIS. 
GEO. C. MARKHAM, President 
INSURANCE IN FORCE, $1,229,377,814 
SATISFIED POLICYHOLDERS to the number of 13,634 applied for 


$61,353,000 of additional insurance in the Northwestern last year. 
SATISFIED AGENTS earn the largest incomes because Northwestern 
policies are easiest to sell and stay longest in force. 





H. F. NORRIS, Supt.of Agencies | 


Largest Dividends 














PAN-AMERICAN LIFE INSURANCE COMPANY 


NEW ORLEANS, 


Cc. H. ELLIS, President 


Has just completed a most successful business year. Its first nine months’ work 
shows a phenomenal record achieved in the Insurance World. Send for our Financial 
Statement as of January Ist. The Pan-American Life Insurance Company has a 
few openings for ambitious, energetic, live Life Insurance Men of character and 
ability. For further particulars address: E. G. SIMMONS, Vice-President, 


WHITNEY CENTRAL BUILDING, NEW ORLEANS, LA. 

















Opportunities for the Capable and Energetic 


‘The Guarantee Life Insurance Co. 
HOUSTON, TEXAS 


Business Received first five months 
for Month of May 


$5,896,432 
$1,411,664 











CALL OR CON PT OR 





CALL ON COMPTON 





The Service Route to Success 


By the Compton way, every 
becomes a champion of your business 


COME IN AND TALK IT OVER—CALL TO-DAY 
WILLIAM N. COMPTON, General Agent 









OF BOSTON MASSACHUSETTS 


220 BROADWAY 


PHONE 6030-6031 CORTLAND 


FE INSURANCE COMPANY 








CALL ON COMPTON 
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The following letter, 
A Good which appeared in The 
Letter Prudential Record, tells 


To Keep. its own story and is 
worth keeping: 
‘My Dear Son: 

“I was very glad to receive your let- 
ter of Saturday’s date. That you are 
now all in good health is a great relief 
to your mother as well as myself. 

“Now, concerning the insurance you 
suggest should be in force on your life 
for the protection of Mollie and the 
babies, and your statement that you 
can not afford to pay the premium, I 
presume you will judge me somewhat 
abrupt when I tell you that your ex- 
cuse is the very reason why you must 
carry insurance. I know your argu- 
ment that $1,200 a year does not pro- 
vide a lavish mode of life for a family 
consisting of father, mother amd two 
children. A small income did not pro- 
vide a very ample support for your 
dad and your mother and three children 
thirty years ago, and the only differ- 
ence between your case and mine is 
that I had one more child and but $800 
a year. I carried insurance thirty years 
ago and increased the amount as the 
years went by. On two occasions of 
financial stress my insurance policies 
were business life-saving stations. Now, 
son, I don’t intend to preach to you 
or to yours. You have the best little 
woman, barring, of course, my wife, in 
the world for a helpmate. Your mother 
and I have frequently spoken, out of 
glad hearts, of Mollie’s ability as a 


housekeeper and homemaker. How 
sweet she keeps the children, and there 
is small wonder that you look so radi- 


ntl sath 
antly happy 


hen you escort your wife 
and family in the park, 

“Since you have confided to me the 
reason why you can not carry insur- 
ance, let me say that you have the 
remedy in your own hands. Cut out 

‘igars, and if you must smoke, 

That will save you not 
cents a day, which is 
enough to carry nearly 





$3,000 of life insurance. Now, son, 
answer an honest question: ‘Which has 
first place in your affections, wife and 
children or a couple of cigars daily?’ 
“Your home is two miles from your 
office and it costs you ten cents a day 


carfare. To walk would do you a 
] good, and the money saved 
another $2,000 of insurance 
for Mollie and the babies. In addition 
to this it would start you making a 
rsonal sacrifice,, a habit of thrift 
h more in the end than the in- 
itself. I know your good 
sense, and therefore make no apology 
for writing so plainly. 

“Your affectionate father.” 





A number of the field men 

Cultivating of the Pacific Mutual Life 

The Slow’ discussed in the “Pacific 

Cases Mutual News” methods of 

cultivating slow cases. 

Samuel Polk, general agent for the 
company at St. Louis, says: 

“The best method of cultivating 
‘Slow Cases’ can be described in one 
word—‘Persistency.’ I know of no rule 
about being ‘persistent, but be tactful 
with it. My experience has taught 
that no two men can be handled alike, 
when soliciting. Those who can be 
forced are usually closed at the first or 
second interview, and those who can- 
not be crowded may take an indefinite 
length of time. 

“My practice has always been to see 
the case periodically. The prospect 
should be visited once a week if possi- 
ble. If allowed to go too long, the 
work accomplished at the first inter- 
view may lose its force. If one cannot 
see his case once a week, then say once 
in two weeks, or once a month. If the 


prospect is not seen at least once a 
month, it is a matter of grave doubt as 
to whether you are keeping alive his 
interest. 

“Make it a rule never to let a man 
feel that you do not hope to close him 


some time. In your own mind you may 
have concluded that the prospect is 
very poor, but it is not wise to let that 
feeling become apparent to the one 
whom you had hoped to write. He 
likes to know that you think he is of 
enough importance to receive an occa- 
sional visit from you, at all events. 
Every time you see him try to give a 
new thought or argument, something 
different from anything previously of- 
fered. Leave a piece of literature with 
him in the hope that the last angle pre- 
sented may move him to action. Be 
careful to bring out a new point, and 
avoid threshing over the old straw. 
Spice always creates interest. 

“Most agents like to write their pros- 
pects at the first interview, but there is 
a feature about the ‘Slow Case’ that is 
well worth considering, and that is that 
the man who is slow to buy is usually 
the one who will take pains to keep his 
policy in force. The slow buyer is, 
generally speaking, a man who consid- 
ers well what he is about to undertake, 
and figures carefully, so that he may 
know what he is doing, and, consequent- 
ly, after he does buy, he holds on and 
becomes the best customer because he 
keeps his policy in force. Business that 
does not renew is not ‘worth writing.” 

* - * 


In discussing methods of 
Make Him cultivating the slow cases, 
Want It John F. Forester, resident 
First manager of the Pacific Mu- 
tual Life at San Diego, 

Cal., says: 

It requires more judgment, sense and 
tact to bring slow cases to a successful 
issue than in any other phase of insur- 
ance work. Judgment to discriminate 
between those cases that are really 
worth while, and those which, even if 
ultimately cultivated to a successful is- 

sue, will have cost too much in time 
and labor, 

It requires a keener sense than ordi- 
nary to discriminate between the man 
who is not willing “to do it now,” be- 
cause of some really good reason, and 
the man who likes to be pleasant, by | 
making a half promise for the future} 
without any intention of doing busi- | 
ness at all; requires more tact to find | 
the real reason why the man who evi- 
dently is convinced of the desirability 
of life insurance still refuses to place} 
his name upon the dotted line. 

Argue as you will, coax, importune, 
persuade, all in vain, there still re- 
mains some apparent good and suffi- | 
cient reason why your prospect cannot 
be written to-day. It may be a question 
of finances; it may be conditions, cir- | 
cumstances of which you are unaware; 
it may be a natural disposition to pro-| 
crastinate; it may be a lack of confi-| 
dence in his own judgment which pre- 
vents action until advice is secured 
from some other source; it may be just 
a natural disinclination to spend money 
for anything except an absolute present 
necessity; whatever the cause, it must | 
be discovered before you can secure 
his application, and how to do this is, 
sometimes a most perplexing problem. 

Ill advised persistence may defeat 
your purpose; failure to embrace a 
present opportunity may result in the 
loss of the business altogether. You 
must ascertain whether there exists a/| 
reasonable excuse for postponement; 
whether the reason is temporary or lia- 
ble to be permanent, and finally wheth- 
er after all the reason for your failure | 
to secure the application is not within | 
yourself, because you have failed to cre- 
ate an active desire, which is the fun-| 
damental basis of salesmanship and the | 
crux of the whole matter. 

If by a simple, plain, but skillful pre- 
sentation of your proposition you make 
your prospect want your policy, he will 
find a way to buy; the details are im- 
material. After all, in the last analy- 
sis, the difficulty in cultivating slow | 
cases successfully lies in the mind of | 
the agent himself—a lack of judgment, 
tact, determination and frequently a 
lack of plain common sense. 





Amicable Life Insurance Company 
WACO, TEXAS 


$1,000,000 Deposited with the State Treasurer of Texas 

















Growth During the First 
Forty Months 


(Commenced Business April 2nd, 1910) 





Admitted {Insurance in Force 
ssets (Paid For 


April 2, 1910 $474,657.50, None 

Dec. 31, 1910 1,823,258.38'$1,830,206.00 
Dec. 31, 1911 1,369,388.76| 5,544,706.00 
Dec, 31, 1912 1,769,449.71 12,674,411.00 
Aug. 1, 1913 1,824,456.22 16,465,448.00 
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No Life Company Same Age Ever Before 
Equalled Above Record 


Insurance Written (Paid) During 1912 
$9,015,955 
Applications Received During July, 1913 
$1,082,700 





SSR LAL: 
Lip Po P 








This Company has never issued a Policy 
with a Survivorship Fund clause, special 
contract, pink note or lien premium settle- 
ment, or any other scheme in connection 
therewith. 


ARTEMAS R. ROBERTS 


Amicable Life Building President and Actuary 
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A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFITS, 
is unsurpassed for net low cost and care of interests of 
all members. 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
reserve 











as . SUED Frank D. Jackson, Pres. Sidney A. Foster, Sec. 
MEN WHO CAN 


DO THE WORK 


DISTRIGT MANAGERS WANTED 


|{ Territory in Pennsylvania, Ohio, Mis- 
souri and Iowa 


ROYAL UNION 
Mutual Life Insurance Co. 


DES MOINES, IOWA 
DISTRICT MANAGERS WANTED 











are offered remunerative posi- 
tions as field representatives in 
desirable territory. Good places 
are always open to the right men 
—thoxe who can produce applica- 
cations and collect premiums, 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 


Frep E. RicHarps, President 


Address ALBERT E. AWDE, Supt, 
396 Congress Street, Portland, Maine 


Jas. T. Priestly, M. D. 


Carleton B. Pray 
Treasurer Medical Director 

















SAN ANTONIO 
TEXAS 


San Antonio Life Insurance Company, 


HENRY A. HODGE, President 


Surplus to Policyholders | Insurance in Force, $4,715,584.00 
$388,324.02 2064 policies, with prems., $163,100.92 
GAINS DURING 1912 


Premium Income Interest Income Policy Reserves 
704.16 $6,806.67 $64,529.10 


INSURANCE IN FORCE, $631,934.00 
GROWTH IN ASSETS 
1911—$485,915.57 


Assets 
$57,088.47 


1910—$4126,085.00 1912—$543,004.04 
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WHAT RECORD OF AGENT SHOWS. 





(Continued from page 2.) 


You have deposited ......... 281 
Company guarantees on 5000 

Op. 3 during 20 yrs........ $6,612 
Dividends during 20 yrs. 

(present basis)............. 864 
Company guarantees on 5000 

GR S siseviccececssabtoesceds 5,000 
Minimum Company can pay. 12,476 
Maximum you can pay (30 de- 

posits as per present basis). 8,430 

CE ie ceiasé aepaadne Saks 4,064 


Business Protection. 

You have available at all times the 
full cash, loan and other surrender 
values of a $10,000 Life Accident En- 
dowment Policy. These guard your 
business in a financial crisis. The 
policy strengthens your credit at all 
times. 

Self Protection. 

At age 65 (as per present basis) you 
receive the benefit of the $10,000 so 
that during your later years both your- 
self and wife receive 49.16 per mo, for 
ife (increased by dividends during 1st 
20 years) with payments guaranteed for 
20 years. 

(Supplemental Form D 590+12—49.16) 
His First Record of Work. 
Mr. Beers’ first record of work, 
August 1910 shows the following: 
Calls _Inter- Amount 
Made. views. Time. Sold. 
\verages for 

month .... 45-6 3 %4 
\verages for 

six months 5 \% 3 1-5 

Average duration of 
August, 45 minutes. 

Average duration of 
months, 50 minutes. 


2 5-6 858 


2 2-3 750 
interview, 


interview, 6 








Analysis. 
Six 
August. Months. 
Commissions ........ $276.00 $1,398.00 
Value of each call 2.40 1.75 
Value of each inter- 
i e 3.00 2.35 
Value of each hour... 4.00 3.10 
Analysis of 1912 Business. 
OK TE a oak t hk ceda ned baie eane 118 
Amount (written \basis)....... $282,500 
Average size of policy......... 2,400 
Prepayments. 
87 lives for $189,000, 78%. 

Not Taken Business. 
Reason. Lives. Amount. 
Wife objected............ 1 $1,900 
Extra policy (on approval) 2 2,000 
ee re Pee re 1 2,000 
eee ee 1 5,000 
TH: ib.ccectvswaus cen 5 $10,000 

Declined Business. 

Reason. Lives. Amount. 
Heart GIttBhe...<ccecsscse 4 $5,000 
General condition (G.B.). 2 2,000 
DORE sawengretadtarsaceas 1 2,000 
NG iid Rada e awe aie 1 1,000 
Family record. ........+.- 1 1,000 
OWSPUGREE oc cc awirdsive 1 10,000 
Too recent illmess........ 1 10,000 
TORE céeicnawesav wns 11 $31,000 


Avoiding Waste of Time When Closed. 
1st interview 69 lives, $158,500 





2nd“ oe “* 77,500 
3rd - 10 99 16,000 
More than3 6 “ 30,500 

118 $282,500 


Annual or Semi-Annual. 
Written semi-annually 97 lives, $193,000 
2 annually _—- 89,500 
Other interesting statistics from Mr. 

Beers’ record are the following: 


THE 


Making Appointments. 
Lives. 


Closed by appointments.. 12 $39,000 
Value of Night Work. 
Lives. 

Written evenings ....... 34 $83,000 


Average value of each evening (es- 
timated at 100 evenings, commissions 
$12 per $1,000)—$9.96. 





Age. 
Lives. 
a 84 $181,500 
fy eee 21 46,500 
EL , Rerk bhai ate ta cee 13 54,500 
Salary. 
Lives. AV 

Under $1,000 per 

ee 72 $111,000 1,541 
$1,000 to $2,000 per 

SD ~setve<ccce 36 93,000 2,583 
Over $2,000 per 

WOO gneve evans 10 78,500 7,850 

Best Territory. 
Lives. 

ED. (ccna Veaaw re aortas 35 =. $85,000 
DOG Sicincpeswence 35 $4,000 
ee ee ere 3 49,500 
oe eer 35 64,000 

WE ktcendewandwade 118 $282,500 


In addition to writing insurance, 
Mr. Beers has done some agency work 
for the Company in which he re 
cruited a number of valuable men and 
he also found time to prepare an 
agents book composed of Mutual Ben- 
efit literature for the use of the Com- 
pany’s agents which has been highly 
commended and has proved most suc- 
cessful in meeting this need. 


Recent Agency Appointments. 


Recent agency appointments an- 
nounced by C. H. Boyer, manager of the 
casualty department of the National 
Life, of U. S. A., of Chicago, include 
the following: 

Walker & Spencer, general agents at 
Atlanta, succeeding Barber & Walker, 
for the monthly payment and commer- 
cial departments. Ketterer, Trowbridge 
and Morgan, superintendents for the 
weekly life, health and accident de 
partment for Atlanta. R. S. Slater, su 
perintendent of the weekly life, health 
and accident department for Chatta- 
nooga, Tenn. 





How He Succeeded. 

Edgar L. Webster, of the Seattle 
Branch of the New York Life, president 
of its $200,000 club, and king producer 
of the company’s agency force with 
185 applications for a total insurance 
of $1,028,596, gives the following hints 
as to the secret of his success: 

He always tried to work among 
strangers; he refused introductions to 
men whom he later wanted to call on; 
tried to write on the first interview; 
didn’t care about the size of the policy; 
got the man’s application first and han- 
dled the amount afterward. In this 
way on a thousand dollar application he 
placed a $100,000 income policy. Sta- 
tistics show that 80 per cent. of the 
money paid to beneficiaries is used up 
within five years, the strongest argu- 
ment for an income policy that can be 
given; fully $500,000 of his club busi- 
ness was on the monthly income plan! 








Death of Charles H. Lawrence. 





Lawrence, former secre- 
Phoenix Mutual Life, of 
home on 


Charles H. 
tary of the 
Hartford, died at his late 
Friday last. 





STATE MUTUA 





OHN W. MADDOX, President 
Rome, Georgia 


Offers to good producers some excellent territory in Georgia, Alabama, 
Arkansas and Florida, where the Company is well and favorably known 
and where your success will be measured by your work. 


j Head Office 
Sm Se, A. B. UTTER, Agency Manager, Rome, Georgia 


IN FACT, AS WELL AS IN NAME 


LIFE INSURANCE COMPANY 





UNDERWRITE 7 











THE 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


~ Of the People 
The Company By the People 
For the People 


The Daily Average of the Company’s 
Business during 1912 was: 


536 per day in Number of Claims Paid. 





6,765 per day in Number of Policies 


Issued and Revived. 
New 


$1,605,814 per day in Insurance 


Issued and Revived. 


$256,199.67 per day in Payments to 
Policyholders and Addition to Re- 
serve. 

$145,616.61 per day in Increase of 
Assets. 


METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


JOHN R. HEGEMAN, President 








J. G. WALKER, President W.L.T 
E. D. HARRIS, Ist Vice-President A. S. HURT, Secretary 
Lb. H. WALKER, Assistant Secretary 


The Life Insurance Company of Virginia 


ORGANIZED 1871 
Home Office - - RICHMOND, VIRGINIA 


OLDEST - LARGEST 
Southern Life Company 
The PIONEER Southern Industrial Life Insurance Company 
Its Policies are 


ROGERSON, 2nd Vice-President 


- STRONGEST 
Insurance 


clear and definite in their provisions and their values are 
guaranteed 
scem ber 31, 1912 


31, 1912 


ibsolutely 


Assets . 
Liabilities 





$8,470,628.54 
6,902.826.35 


Steet > - =o A 
Capital and Surplus 31, 1912 1,478,002.198 
Insurance in Force € r31, 191! 85.063.852.00 
otal Payments to Policyholders since Organization 12,986,°13.35 

















No long sermon 






Sqmiscat 
INSURANCE COMPANY 
OF BOSTON MASSACHUSETTS 

to prove the salability of our Policies. 


WILLIAM N. COMPTON 


General Agent 


is needed LiFe 


of them in 


hundreds more written every busi- 


More than two million 
Metropolitan District 

St. Paul Bldg., 220 Broadway 
NEW YORK, N. Y. 


force 


ness day. 











YOUR CARD 


as a representative of the “Oldest Life Insurance Com- 


pany in America’’ will prove your best introduction 


The Mutual Life Insurance Company 
of New York 


Impregnable Strength 
Incomparable Dividends 
Maximum Benefits 
Minimum Net Cost 


For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 


34 NASSAU STREET, NEW YORK, N. Y. 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and pub- 
lished every Thursday by The Eastern 
Underwriter Company, a New York 
corporation, office and place of business 
105 William Street, New York City. 
B. F. Hadley, President; G. A. 
Watson, Secretary and Treasurer. 
The address of the officers is the office 
- of this newspaper. Telephone 2497 
John. 

Subscription Price $3.00 a year. 
Single copies, 15 cents. 

Entered as second-class matter Jan- 
uary 4, 1907, at the Post Office at 
New York, N. Y.,; under the act of 
Congress of March 3, 1879. 





PLAN WITH GREAT POSSIBILITIES. 





There are great possibilities in the 
project of bringing about a definite 
plan of co-operation among the large 
life insurance organizations of the 
country which was indorsed at the 
meeting of the American Life Conven- 
tion and came before the recent con- 
vention of the National Association of 
Life Underwriters in an address by 
Henry Abels, president of the American 
Life Convention. In his address Mr. 
Abels said that the purposes of the 
organization he represented and the 
one he addressed, were identical. in 
the broadest sense, the purposes of all 
life insurance organizations are the 
same, their efforts merely being cast 
among different branches of the busi- 
ness. 

Mr. Abels intends to make it an aim 
of his administration as president of 
the American Life Convention, which 
is composed of the younger and small- 
er companies largely, to bring about a 
practical working understanding among 
life insurance organizations, and it 
was this mission that took him to 
Atlantic City last week to address the 
great agents’ association. 

There are four National bodies each 
of which exerts a large influence in 
its field, which it is pianned to bring 
into closer relationship. These are the 
National Convention of Insurance Com- 
missioners, the Association of Life In- 
surance Presidents, the American Life 
Convention, and the National Associa- 
tion of Life Underwriters. These rep- 
resent each branch of life insurance; 
the supervising officials, the heads of 
companies great and small and the field 
men. 

The combined effort and influence of 
these organizations, directed at any im- 
provement or reform in connection with 
life insurance, would seem to be almost 
irresistible. When directed in the in- 
terests of an issue like the lifting of 
the enormous tax burden on life insur- 


ance, it should be able to do great , 


things. It could not be used in the 
interest of the business as against the 
public interest, because, perhaps its 
most powerful component part, would 
be the State insurance officials whose 
first concern is the protection of the 
policyholder. It could not be used in 


, 


the interest of the great companies as 
against the small, because the small 
companies would be in adequate num- 
ber to present this and, indeed it is the 
small company organization that is now 
seeking the co-operation. Nor could 
the combination be used by the com- 
panies as against the agents, for the 
agents would be represented in great 
strength from all sections of the coun- 
try, and furthermore, the agent has 
the ear of the policyholder, and the 
policyholder has a vote in many of the 
greatest companies. 

This is a project that should be car- 
ried to fulfillment. It has wonderful 
possibilities and its very composition 
would be an insurance against any aim 
or action that was not in the interest 
of the policyholder. 


EXPENSE REDUCTION. 





Pian for Reducing Cost of Business 
Getting at Chicago to Become 
Effective January 1. 





By agreement between companies of 
the Western Union and those of the 
Western Insurance Bureau, a plan for 
reducing the cost of business getting 
in Chicago will become effective on 
January 1. 





Paying War Rates in Mexico. 





Property located within the trouble 
zone in Mexico, and distant from large 
cities, is charged heavily for indem- 
nity, though none too much apparently 
for the hazard. 

London Lloyds, which is still writing 
business in the northern provinces is 
demanding and getting a 21 per cent. 
rate for its policies containing the riot 
clause. 





Nylic Club’s Growth. 





Those qualifying for membership in 
the $100,000 club of the New York Life 
wrote 22,253 applications for a total 
insurance of $50,368,476, as compared 
with 17,962 applications for $42,277,- 
190 in 1912 and 14,500 applications for 
$35,598,655 in 1911. 

The presidency was won by a Japa- 
nese, H. Y. Hanafusa, identified with 
the Seattle branch, whose record was 
146 paid applications for a total insur- 
ance of $185,500. 





Fire Prevention in Indiana. 





As part of the Fire Prevention Day 
program, Governor S. M. Ralston of In- 
diana, recommends that all school 
authorities of the State, “on that day 
conduct such exercises as will impress 
the importance of fire prevention on 
both teachers and pupils.” 


An Interesting Study. 








Philadelphia premium returns for 
the first half of the present year pre- 
sent an interesting study, and the local 
fraternity is speculating as to the 
causes that induced the shifting in 
position of some of the hitherto most 
aggressive premium seeking companies. 





President of Mutual Association. 





C. F. Migenback, of McPherson, Kan., 
was chosen president of the National 
Association of Mutual Fire Insurance 
Companies at the lately concluded con- 
vention at Indianapolis. 

Columbus, Ohio, was decided upon as 
the place for next year’s gathering. 





The Real Leaders, 





Of the total business produced in the 
domestic field by representatives of the 
New York Life, namely $150,000,000, 
over two-thirds, or $101,000,000, was 
paid for by members of its two clubs— 
$100,000 and $200,000 respectively. 


THEIR INTERESTS MUTUAL, 





Underwriters and Assured Should Be 
United in Advancing the General 
Cause of Insurance. 





It is estimated “that at least 300,000 
Ohio citizens are directly interested 
or engaged in the insurance business,” 
and to these the Insurance Federation 
of Ohio appeals to aid in advancing its 
purposes. 

The Insurance Federation plans “to 
defend the best interests of insurance 
and to oppose that which is harmful 
and vicious. 

“To educate the public to a fair view 
of proper insurance methods. 

“To promote and protect the inter- 
ests of the insurer and the insured. 

“To establish and maintain high, 
clean standards of professional con- 
duct among the insurance workers of 
Ohio, so that every man engaged in 
the insurance business will be proud 
to say: 

“T am an insurance man.’ 

“To eliminate and correct all evils 
or abuses which may creep into the 
insurance business. 

“To educate and inform the public 
as to the particular benefit of each 
form of insurance and thus make it 
easier for the insurance writer to pro- 
cure business. 

“To promote and foster a spirit of 
fraternalism and mutual helpfulness 
among the insurance workers of the 
State. 

“To co-operate with the public in the 
enactment and enforcement of just and 
beneficial insurance laws. 

“To so promote and protect the 
general cause of insurance that mem- 
bership in the Federation will consti- 
tute a valuable and beneficial form of 
insurance for every member.” 

The Movement ‘Spreading. 

The co-operative publicity movement 
originating in Ohio has spread to other 
states. Indiana has already organized 
a similar association, while Missouri 
is planning to the same end. 





Uniform Mutual Legislation. 





As chairman of the committee on 
laws and legislation of the National 
Convention of Insurance Commission- 
ers, Commissioner J. A. O, Preus, of 
Minnesota, addressed the mutual fire 
men at their annual convention in In- 
dianapolis on Thursday. 

He strongly urged uniformity in the 
laws of the different states regarding 
this class of institutions, and told of the 
present activity of a special committee 
of the Commissioners’ Convention now 
preparing a model code. 





Services Worth $50,000? 





Commissioner W. H. McMaster of 
North Carolina, having revoked the 
license of W. E. Henry on the ground 
that he did not think him a “fit and 
proper person” to represent a life in- 
surance company, is made a co-defend- 
ant in a suit for $50,000 damages, which 
sum Henry places as the value of his 
services and loss in reputation. - 





President Joyce Denies Rumor. 





W. B. Joyce, president of the Na- 
tional Surety Company of New York, 
denies emphatically and unqualifiedly 
the report that he owns 51 per cent. 
of the capital of the Stevens Contract- 
ing Company of this city. 





Officers of Western Union. 





Gerald H. Lermit, of the Northern of 
London, was elected president of the 
Western Union at the annual gather- 
ing of that organization held on Thurs- 
day last. At the same time John Mar- 
shall of the Firemen’s Fund was chosen 
vice-president and Edward B. Hatch re- 
elected secretary. 





OF PERSONAL INTEREST 











The editor of the official organ of 
the Missouri State Life announces the 
return of E. P. Melson, president, from 
“a little vacation * * * the first he has 
taken for sixteen years.” Asked how 
he enjoyed it, Mr. Melson said that it 
was “such a new business for him to 
take a vacation he hardly knew how 
to go about it.” The record of the 
Missouri State for this year is noth- 
ing short of remarkable. The reason 
is self-evident. Its officials are “on the 
job” all the time, and this spirit has 
been imbued in the field force. Presi- 
dent Melson and Vice-President Hoyt 
are a team hard to beat. _Work is a 
pleasure to them and, let it be said, 
they make their work count. 





The Waco (Texas) Tribune says: 
“Artemus R. Roberts had been a com- 
manding force in life insurance before 
he bent his energies to the great work 
of his life, which is so apparent in 
Waco—we mean the organization of the 
Amicable Life Insurance Co, It hardly 
needs to tell the reader about the Am- 
icable, for it is known all over the 
state. Its towering office building, the 
pride of this city, is known all over the 
land, and the enterprise, the courage 
and confidence manifested in that un- 
dertaking have won for the Amicable 
and its president a degree of prestige 
that is indeed enviable. It was to the 
foresight and the courage of Mr. Rob- 
erts that this enterprise is due. It was 
he who put the undertaking under way 
and carried it to successful completion, 
and he is justly recognized’as the domi- 
nant force in the conduct of that great 
and helpful institution. Mr. Roberts, 
although he has achieved so much, is 
comparatively a young man and all 
hope for many years of active and suc- 
cessful business endeavor. There is 
scarcely any computing the extent to 
which his influence will not be felt in 
the coming years, although it may be 
remarked that while possessing unlim- 
ited courage, Mr. Roberts is yet a man 
of conservative qualities, who believes 
in making solvency one of the basic 
features of the undertakings and en- 
terprises to which he gives his influ 
ence and his energy.” 





“Getting a job and holding it hasn't 
bothered me for seventeen years,” says 
Miles E. Harbin, of the St. Paul Branch 
of the New York life. He’s been with 
the company that length of time. His 
experience bears out the point we make 
elsewhere in this Bulletin, that capable 
men who are honest find splendid op- 
portunities with the New York Life 
and plan to stay. Seventeen years ago 
Mr. H. was a bookkeeper in a lumber 
yard at $75 a month. The lumber com- 
pany went out of business. He then 
became a bookkeeper for a brick manu- 
facturers at $60 a month. For three 
years our people tried to get him into 
“the first business of the world”; the 
finally came, giving the brick manufac- 
turer two weeks’ notice, working even- 
ings during the two weeks and earning 
in commissions $125, or more than two 
months’ salary. For seventeen years 
he has gone steadily forward and his 
Nylic checks to-day are equal to about 
three times whet his salary was when 
he came with the New York Life. In 
addition, he is a club member whose 
commissions and renewals amount to 
thousands of dollars per annum. He 
doesn’t have debts any more. He has 
reared a fine family, has given his chil: 
dren a university education, has a 
beautifully appointed home, and runs 
his own automobile. A little over fifty 
years of age, Brother H. is younger in 
spirit and heart than he was seventeen 
years ago, due to the mollifying influ- 
gg of a happy business and family 
life. 





Minnesota’s new workmen’s compen- 
sation law, passed at the latest session 
of the State Legislature, becomes effec- 
tive October 1. 
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FIRE INSURANCE DEPARTMENT 











DEPARTMENT OBJECTS 10 NAME 


TERM “BUREAU” TO BE DROPPED. 





Trend of New Jersey Tariffs Under 
Present Rating Methods 


Downward. 





Objection to the use of the term 
“Bureau” in the title of the New Jersey 
Fire Actuarial Bureau of Newark, hav- 
ing been taken by Commissioner of 
Panking and Insurance La Monte the 
word will be eliminated. 

The Commissioner being further op- 
posed to the use of the term “man- 


auger” by Atlee Brown, head of the or- 
ganization, Mr. Brown in future will 
be called “rating expert” instead. 


Other minor critisims of the plans, 
forms and clauses of the Association 
having been made by Mr. La Monte, 
revision thereof will be promptly made 
in accordance with the Commissioner’s 
views, and members of the organiza- 
tion advised of the corrections through 
the medium of an “addenda” to the 
Hand Book newly sent out. 

All matters affecting rates will be 
handled solely by Mr. Brown, the Com- 
papy officers, belonging to the Associa- 
tion confining their activities strictly 

o its financial affairs. 

After three months of ceaseless and 
well directed effort the New Jersey 
Fire Actuarial Bureau has issued its 
anxiously awaited hand book contain- 
ing rules and a schedule of general 
class rates for all risks in the State. 
\tlee Brown, manager of the Bureau 
tates that under the operation of the 
revised schedules (effective October 4) 
rates will “in many cases be lower, 
often much lower” than those now ob- 
taining. 

In connection with the issuance of 
the hand book Manager Brown said ip 
part: 

“It is believed that the method of 
schedule rating employed will be 
found equitable when brought to com- 
pletion and given full effect, and that 
it will result in equality of rates upon 
risks of essentially the same hazard in 
all parts of the State. The schedules 
take into consideration many items of 
hazard, such as_ construction, occu- 
pancy, surroundings, fire department 
protection and numerous other details, 
with a fixed rate value for each item, 
alike for every risk; and the rules of 
practice are intended to provide stand- 
ards by which equality in the terms 
and conditions of the insurance may be 
secured to all policyholders. 

“In operation there wil! doubtless ap- 
pear imperfections not now obvious. 
We have had but. three months in 
which to prepare and file schedules ap- 
plicable to thousands of properties 
never before estimated by schedule; 
in this time we have had to reconcile 
discrepancies from one end of the State 
to the other which had existed time 
out of mind in the methods of rate es- 
timating, and have had to do a great 
quantity of reprinting. The time has 
been short; necessarily our work 
must be imperfect. But we can say 
that it is intended, at least, to result 
in absolute freedom from unfair dis- 
crimination in rates and _ practices. 
Wherein it fails of this result, it is by 
law made subject to review by the 
Commissioner of Banking and Insur- 
ance upon appeal of any citizen or 
property owner; and needless to say 
this office holds itself always ready to 
yield cheerful and instant obedience 
to any ruling of the Commissioner. 

“In conclusion, it may be as well to 
announce that the estimates deter- 
mined upon these new schedules will 
in many cases be lower, often very 
much lower than old rates, while in 
some few instances they may be higher; 
but it is expected that on the whole, 
the trend will be toward a reduction of 





fire insurance rates on certain ne 
of property at least, over the entire) 
State as a whole; and in every case 
there will be that ‘pitiless publicity’ 
by which every insurant may learn for | 
himself just how his rate has been as-| 
certained, why it has been fixed at the 
particular figure named, whether or 
not it seems unfairly discriminatory, 
and whether by improvements to his! 
risk he may secure reductions with 
the measure of such possible vetne | 
tions.” 
General Rules. 

The following summary of the rules 
adopted by the Bureau for the proper | 
regulation of the business, has been! 
filed with Commissioner of Banking| 
and Insurance G. M. La Monte at | 
Trenton: 

1. Specific amounts must be insured | 
on each building, on machinery, tools | 
and implements in each building, on | 
stock and materials in each building, | 
and on store furniture and fixtures in| 
each building. 

Policies not written as above shall 
be considered as blanket, and subject! 
to rules covering Blanket and Floating 
policies. 

2. Boilers, engines, pumps and their | 


connections, main line of  shafting, 
main belting, dynamos and electric 
equipments, ventilating, heating and 


permanent fixtures of a building, when 
same are part of the realty, may be in-| 
sured under building item and at 
building rate. If insured under form, | 
without building insurance, contents} 
rate shall apply. 

NOTE.—This does not apply to ice |} 
machines and connections in ice manu-}| 
facturing plants, refrigerating plants, | 
breweries and slaughter or pork pack- 
ing establishments, which must be in-| 
sured separately as machinery at rate! 
of contents, unless building and con- 
tents take the same rate. 

3. The words “without exception” 
are prohibited in policy forms. 

4. Where Co-Insurance Clause is 
required, such clauses as “to effect 
and discontinue insurance at pleasure” 
shall not be used, except when made 
subject to such Co-Insurance Clause 
that may be attached to the policy. 

5. The words “all other property 
appertaining to the business of as- 
sured,” and similar phrases are pro- 
hibited in policy forms. unless the fol- 
lowing Exemption Clause is attached: 

Exemption Clause.—It is understood 


and agreed that this policy does not 
insure, and will not be liable for, loss 
to accounts, bills, currency, deeds, evi- 


cences of debt, moneys, notes or securi- 


ties. 

6. The words “and on _ premises” 
and similar phrases, except where 
otherwise specifically provided for, 


must be limited to cover outside of 
buildings and (or) sheds and must ex- 
clude bituminous coal for which 
specific or class rate shall be charged, 
unless Spontaneous Combustion Clause 
is made part of policy contract. 

7. Where the words “vehicles,” 
“contents” or “all other property,” or 
similar words or phrases are used for 
insurance on contents of buildings, oc- 
cupied in whole or in part for stables, 
where the total value of the contents 
is in the sum of $500 or over, policy 
forms must exclude gasoline automo- 
biles and (or) gasoline motorcycles. 

8. Traveling cranes must be insured 
as contents at machinery rate. Tracks 
and trestling for same may be included 
with building insurance at building 
rate. 

9. Waiver of Printed Conditions of 
Policies. 

No printed condition of the policy 
can be waived by general clauses, ex- 
cept in accordance with the rules of 
this Bureau. Where it is desired in 
accordance with the provisions of the 
policy to waive or set aside any print- 
ed condition thereof, it can be done by 





his leader. 


Home Office 
80 Maiden Lane, New York 


CONTINENTAL INSURANCE COMPANY 


OF NEW YORK 


A wise agent makes his strongest company 
That company is certain 
to be the Continental. 


HENRY EVANS, Fresident 


Western Office 
332 South La Salle St., Chicago 








Fidelity-Phenix Fire 


OF NEW YORK 


Insurance Company 





Ten thousand loyal agents prove the practical 
value of representing the Fidelity-Phenix 





Home Office 
80 Maiden Lane, New York 


HENRY EVANS, President 


Western Office 
137 South La Salle St., Chicago 








FIDELITY (FIRE) 


Backed 


SOUTCES, 


by 
the 


issued today. 


Home Office 
80 Maiden Lane, New York 





OF NEW YORK 
almost 

Fidelity 
policy is the strongest fire policy 


Gross Combined Assets 
Policyholders’ Surplus 


UNDERWRITERS 


illimitable  re- 
U nderwriters 


heteweeh $42,215,116 
endowed $23,589,661 


Western Office 
332 South La Salle St., Chicago 








a specific clause referring to each con- 
dition separately. Policies may, how- 
ever, give permission to keep or use 
“articles or materials and supplies in- 
cidental to the business of the assured, 
excluding benzine, gasoline, naphtha, 
benzole or other similar light petrol- 


eum or coal tar products or compounds 


containing more than 25 per cent. of 
same.” 

Privilege may be given to do work 
and to use such materials, articles or 
supplies as are and may be permitted 
when specifically set forth as a con- 
dition in the policies of a tenant or 


tenants of the same risk. 

10. No clause or wording establish- 
ing a basis of adjustment or determina- 
tion of values other than provided in 
the standard policy shall be used as a 
part thereof, except when specifically 
provided for in rate. 

NOTE.—This rule shall not apply to 
works of art, objects of virtue, speci- 
mens, documents, negatives and live 





stock when form of policy limits lia- 
bility to cost or fixes a maximum value 
on such property. 

1l. Forms giving privilege to hold 
meetings and (or) entertainments, or 
similar phrases, must state “except 
Moving Picture exhibitions,” or addi- 
tional premium paid as provided un- 
der Rule for Moving Picture Occu- 
pancy 

12. New forms or change in form 
of policy contract, unless otherwise 
provided for, must be subject to the 
rate and rule in force from date of 
new forms or changes in form made. 

13. No form will be approved un 
less copy is left with office having 
jurisdiction over location in which 


risk is situate. 





London Lloyds is doing a thriving 
business, indemnifying against loss to 
buildings or their contents because of 
rioting at Belfast, Ireland. 
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CHEMICALS T0 REPLACE WATER 


NEW ENGINE FOR SPRINKLER USE. 





Relc Stationary Chemical Engine Opens 
Up New Possibilities in Fire 
Fighting. 

That the days of fighting fire by 
means of water with its resulting 
enormous loss, are numbered, is now 
generally admitted by fire engineers. 
Chemicals have been demonstrated to 
be not only more effective and quicker 
in action, but they extinguish fire with 

a minimum of incidental damage. - 

The latest invention in fire fighting 
apparatus is the Rele stationary chemi- 
cal engine which can be attached to 
any sprinkler system or otherwise 
used for extinguishing fire by means of 
chemicals. This engine has been in- 
stalled in a New York office building 
where it hag demonstrated its wonder- 
ful possibilities. New York city offi- 
cials and insurance men have seen it 
operate and are enthusiastic in its 
praises. 

The principal parts of the new engine 
are a steel tank, a pump and a lead 
acid bottle which releases the chemicals 
that form the gas driving the fluid 
through the system. The engine works 
automatically on the opening of a 
sprinkler head or by hand. 

The Southeastern Underwriters Asso- 
ciation, having jurisdiction in Virginia, 
North Carolina, South Carolina, 
Georgia, Alabama and Florida, has 
granted a reduction of 15 per cent. from 
the present existing rate where in- 
stallation is made in accordance with 
their requirements. The Mississippi 
Rating Association has made a like re- 
duction, and so has the Louisiana Fire 
Prevention Bureau. The San Francisco 
Foard has granted a reduction of 10 
per cent. in the down town district and 
z0 per cent. in outlying districts. 

The sprinkler system can be attach- 
ed for hazardous parts of a building; 
the supply coming direct from the 
engine. The assured are not required 
to turn a valve before they know they 
have pressure, as in the present sys- 

m of water pressure; besides, the 
hose is easily operated. The building 
et 105 William Street, New York, is 
equipped with this device, where a 
number of demonstrations have been 
civen for the benefit of brokers, insur 
ance companies, fire department off- 
cials and engineers. In every case the 
apparatus worked perfectly. It has 
passed the Chicago laboratories, thus 
making it from an engineer’s point of 
view perfect. Application will be made 
to rating associutions throughout the 
country for reduction in rate for in- 
stallation of this engine. 

BROKERS ONLY. 

Willcox, Peck, Brown and Crosby Will 
Have no Connection With 
Knickerbocker Fire. 

It is authoritatively stated that the 
recently formed brokerage firm of 
Willcox, Peck, Brown and Crosby, of 
New York city, which starts under the 
new conditions October 1, will have 
nothing to do with the management of 
the Knickerbocker Fire or the Lloyds 
Association controlled by Willcox, Peck 
and Hughes. 


MARKET VALUE CLAUSE. 





Advocates of its Adoption in Middle 
Department Confident of Victory 
Next Month. 

Members of the Underwriters Asso- 
ciation of the Middle Department at 
their quarterly meeting to be held at 
Philadelphia early next month, will 
again vote upon the adoption of the 
“market value clause,” as applicable to 
various classes of risks; notably whisky 

and tanneries. 

The issue has been before the As- 
sociation for several years, but upon 
each successive test of strength the 


advocates of the measure were beaten, 
though by steadily diminishing ma- 
jorities. So close was the majority at 
the last vote that those favoring the 
clause are confident of their ability to 
win out at the October gathering. 


| 





Feeling That Amalgamation Proposition 
of Former Company Will be 
Accepted Growing. 





With the approach of the date when 
stockholders of the Connecticut Fire 
will vote upon the merger proposition 
submitted them by the Phoenix of 
Hartford, the conviction of the under- 
writing fraternity that the offer will 
be accepted, becomes more fixed. 

Stories regarding the efforts of the 
committee of the Connecticut Fire to 
find a suitable successor to the late J. 
D. Brown as president of the Company 
continue to circulate, the latest being 
the reputed desire of the committee to 
get the services of one of the foremost 
of the British company managers. 
When the name was mentioned tu a 
mutual friend he quietly advised that 
the only possible way of connecting 
with the gentlemen in question was to 
divide the Connecticut’s assets into ten 
equal parts, promising the desired pres- 
ident a tenth each year. 

It is further quietly stated that the 
third officer of one of the foremost New 
York city companies was invited to visit 
Hartford, but declined the suggestion 
with thanks. 

Meantime it is pointed out that in 
Assistant Secretary J. Cosmus, of the 
Connecticut, the Company has a young 
vigorous and able official, who might 
right worthily succeed his late chief in 
administering the affairs of the cor- 
poration. 





FERGUS G. LEE DEAD. 





Prominent New Orleans General Agent 
and Former President of Sun In- 




























HE success with which the Pyrene Fire \ 
Extinguisher has met is the reward of NI 
merit. Its ability to PUT OUT FIRES, 
gasoline, electrical, and all incipient fires in 
highly inflammable materials, has commanded 
the respect and admiration of fire engineers 
throughout the United States. 


A white, heavy, harmless GAS BLANKET 
which completely cuts off the air supply and 
smothers the flame is formed the instant 
Pyrene Liquid comes in contact with heat. 
Does not damage materials not touched by 


the fire. 





Brass and Nickle-plated PyRENE 
Fire EXTINGUISHERS are the only 
one-quart fire extinguishers in- 
cluded in the lists of approved 
Fire Appliances issued by the Na- 
tional Board of Fire Underwriters. 











Write for Booklet 


PYRENE MFG. CO. 
1358 Broadway, New York City, N.Y. 

















surance Co. Passes Away. 


Fergus G. Lee, former president of 
the Sun Insurance Co, and head of the 
prominent general agency of Lee & 
Maus, of New Orleans, La., died on Sun- 
day. Mr. Lee followed Charles Jan- 
vier in the presidency of the Sun and 
was its president when the company re- 
insured in the Royal in 1912. He took 
an active part in the agency business of 
Lee & Maus which represented the 
Palatine for Louisiana and Mississippi 
and had the local agency of the Royal 
and a number of other strong compan- 


ro 


ies. Mr. Lee was 52 years of age. 














WOOD BROTHERS 


(GEORGE E. WOOD) 


Insurance 





100 WILLIAM STREET 
NEW YORK CITY 
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FRAUDULENT MUTUALS. 


New York Department Instrumental in 
Exposing Three Delaware 
Concerns. 


Upon evidence largely supplied by 
the New York Insurance Department 
three fraudulent mutuals of Dover, 
Del.—the Mercantile Fire and Marine, 
Home and the American—have been 
placed in the hands of Deputy Attorney 
General John B. Hutton, of Delaware, 
as receiver. 

The concerns were Willd-cats pure and 
simple, their policies being peddled 
about by irresponsible brokers of this 
and other cities. 











NATIONAL FIRE INSURANCE CO. 


OF HARTFORD, CONN, 
STATEMENT, JANUARY Ist, 1913 





LIABILITIES 
I in sticness svisicabetamiee asacisecced $2,000,000.00 
Reserve for Re-Insurance..................-....- 7,862,926.70 
Reserve for Outstanding Losses.................. 586,296.03 
Special Reserve for Contingent Liabilities ....... 300,000.00 
Be SE IEDs pvc vessntadccncéducavecseswae 336,245.44 
Pe I icixtsccenctccccsoctneteansdonesatuenae 3,897,204.74 
ML IIR sis obec ict niccescreaboasdustesie ws $14,982.672.91 
JAMES NICHOLS, President H. A. SMITH, Vice-President G. H. TRYON, Secretary 
F. D. LAYTON Te Cc. 8S. LANGDON 


#SURPLUS TO POLICYHOLDERS $5,897,204.74 





AGENCY BALANCES. 





Some Companies Disposed to be Lenient 
With Southern Agents in the 
Matter. 

While the 45 day premium collection 
rule in the South, which became effec- 
tive September 1 will undoubtedly be 
strictly enforced, certain companies, it 
is reported, find it rather embarassing 
to demand payments after having given 
their local men the widest possible 
latitude in this respect. 

Jacksonville, Fla., agents after resent- 
ing the new regulation, decided to ac- 
cept it, and passed a local board rule 








to the same effect. 


ord-Deutsche 


INSURANCE COMPANY 
OF HAMBURG, GERMANY 
ESTABLISHED 1857 
STATEMENT JANUARY I, 1913 
LSEIIOD 6c o0.0.00:006000s000s cevcscccesesocces | SEOUAe 
SOPPIUS 2 occcccs ccccccccces covccccccccsccccss SIGCSE 
UNITED STATES BRANCH 
123 WILLIAM ST., NEW YORK 
J. H. LENEHAN, United States Manager 


Agents Wanted in Principal Cities and Towns 
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ARRANGING FOR CONVENTION 


PROMINENT SPEAKERS SECURED. 








Program for National Association of 
Local Fire Insurance Agents Gath- 
ering Largely Made Up. 





The members of the Program Com- 
mittee of the National Association of 
Local Fire Insurance Agents, met at 
Cleveland on Thursday last with Chair- 
man Neale, and completed arrange 
ments for the program of the conven- 
tion at Cincinnati October 14-16. 

An important address is scheduled 
on “The Relations of Fire Insurance 
with the Public,” by Supt. W. T. Em- 
met of New York State. Another im- 
portant address will be delivered by 
Captain Conway of the Cincinnati Sal- 
vage Corps. 

As previously announced, Henry E. 
Sampson, Assistant Attorney General 
of Iowa, will speak on “Discrimination 
in Fire Insurance Rates.” 

The committee is considering a4 
speaker to address the convention on 
the subject of the “Problem of Broker- 
age Lines and London Lloyds Methods.” 

In accordance with a very generally 
expressed wish, the addresses will be 
minimized and the convention devoted 
largely to discussions and debates on 
questions of interest to local agents. A 
prominent place on the program will 
be given to the subject of large lines 
and their effect upon the interest of 
leeal agents, involving also the ques- 
tion of overhead writing, both direct 
and by re-insurance. 

An important question on the pro- 
gram for open debate is that of “Sole 
Agencies” and the collateral subject of 
“inderwriters’ Agencies.” This will 
involve a general discussion of modern 
tendencies in agency appointments and 
the desirability of State Legislation. 

May Admit Casualty Men. 

Another open debate will involve the 
subject of casualty and surety insur- 
ance and the question whether the 
Constitution of the National Associa- 
tion shall be amended to include these 
branches, This promises to be a very 
interesting discussion, as there are 
many members of the Association who 
are interested in the subject. 

Another important matter to be con- 
idered will be the reports of the use 
of the Extension Fund and the results 
obtained during the past year. Reports 
will be made by the various officials of 
the National Association who have 
been active in the work, as well as by 
the officers and other representatives 
of the State associations. 

This discussion will also involve the 
future of the Association and methods 
of increasing its strength and its 
benefits to members. 

There will also be an open debate on 
“The Promiscuous Appointment of Lo- 
cal Agents,” a matter which is very 
much to the front just now. The sub- 
ject will be introduced by an address 
from Thos, Baker, Jr., President of the 
North Dakota Association of Local Fire 
Insurance Agents. 

The opening session of the conven- 
tion will be at two o’clock Tuesday, 
October 14, at the headquarters in the 
Sinton Hotel. At this time Manager 
J. M. DeCamp of the L. & L. & G. 
will give an address of welcome, and 
the reports of the various officials and 
committees will be heard at that time. 





The members of the Program Com- 
mittee and the local committee of Cin- 
cinnati agents on entertainment have 
co-operated to make this convention 
one of business, and ample opportunity 
is to be afforded for discussion, not 
only of the questions assigned, but otf 
any other matters which members may 
wish to bring up for consideration. 





BOTH IN AND OUT. 


Exact Status of Insurance Co. State of 
Pa. and its Annex in New York 
to be Decided. 

A special committee of the Under- 
writers Association of New York State 
is endeavoring to fix the exact status 
of the Insurance Company of the State 
of Pennsylvania and its annex, the In- 
surance Underwriters, with respect to 
the co-operating companies. 

While the Insurance Company of the 
State of Pa. is a membership company, 
no such obligation rests upon the In- 
surance Underwriters, and the com- 
mittee is seeking to learn the line of 
cleavage between the two. 
ADOPTS CONFERENCE CLAUSES. 
Underwriters Association of New York 

State Balks, However, Over 
Mandatory Co-Insurance. 








With the exception of the clause 
making co-insurance mandatory such as 
is the case in the metropolitan district, 
the Underwriters Association of the 
State of New York at its meeting some 
days ago, adopted the various clauses 
recommended by the conference com- 
mittee, made up of representatives of 
the four governing organizations in 


New York State. 
Like action will doubtless be taken 
by the Buffalo Board, the Suburban 


Fire Insurance Exchange and the New 
York Fire Insurance Exchange at the 
next meetings of these associations. 


WILL HEAD STATE DELEGATION. 
G. T. Amsden to Lead New York Mem- 
bers During Trip to National 
Agents Convention. 
 s. Amoien, a Rochester, will 
serve as chairman of the New York 
State delegation to the annual conven- 
tion of the National Association of 
Local Fire Insurance Agents at Cincin- 
nati on October 14, 15 and 16. Since 
the annual gathering of the New York 
State Association in June last thirty 
members have joined the organization. 
Genial panne Ohataes. 

Harry C. Wagstaff. ‘special agent for 
the Hartford Fire in the Philadelphia 
suburban field, has transferred to the 
Queen in the same capacity for terri- 
tory. He will report direct to the 
Company’s head office. 

Charles W. Orr has resigned the 
Pennsylvania special agency of the 
Peoples National of Philadelphia, to 
travel the same field for the Newark 
Fire of New Jersey. 











In succession to G. A. Rydquist, 
transferred to the Minnesota field, Har- 
ry B. Doten has been appointed special 
agent in Northern Illinois and Wiscon- 
sin for the Insurance Company of the} 
State of Pennsylvania. Mr. Doten was 
formerly with the Girard Fire. 





CHAS. H. POST, U. S. Mgr. 





Caledonian Insurance Co. of Scotland 
FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 
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FIRE, TORNADO & AUTOMOBILE INSURANCE 


American of Newark 


Chartered in 1846 


Capital Stock - - - $1,000,000.00 


Liabilities - - - . 5,431,072.05 
Special Reserve Fund - 300,000.00 
Net Surplus - - - 3,135,102,.52 


Total Assets - $9,866,174.57 
P. L. HOADLEY, President 


C. E. SHELDON, Vice-President 


W. BAILEY, Secretary 
F. HOADLEY, Assistant Secretary 


























For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 


HAS A 
QRGANIZED 1859 Cash Capital - - $1,000,009. 
Cash Assets - 4,985,658.00 
— SS Cash Surplus to Policy 
Holders - - 1,911,592.00 


Statement, January 1, 1913 


= — eee $1, Be ly okt aR Feat Or i of a are is py 
Pecnanides 213,762.87 || i 3 AEs a te 
ig or * Policy 3 ,618,814.88 | ony w r anv ee 
| 30 - Viee-Pres. & Sec’ 
ere 3,613,814.88 WIL uTA rei i Bhsson > heey 


JAMES W. HOWIE . - Gen, Agent 


| 
HEAD OFFICE 
Cor. William & Cedar Streets 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 














R. W. ALEXANDER, Pres. W. W. ALEXANDER, Sec. 
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INSURANCE By COMPANNT 


BALT aly MD. 
Gash Capital $890,000.00 Surplus to Policyholders $1,111,794.61 
FOR AGENCIES IN NEW YORK, NEW JERSEY and PENNSYLVANIA, 
Apply to HARRY W. BIRCHARD, Special Agent, ELMIRA. N. Y., or HOME OFFICE 








CLARENCE A. KROUSE & COMPANY 
GENERAL INSURANCE AGENTS 


Pennsylvania—New Jersey 
325 Walnut Street, Philadelphia, Pa. 
AND 
Haddonfield, New Jersey 








Representing the following companies for Philadelphia 


Lumber of N. Y. Ben Franklin 
Peoples National Central Union 


|| EASTERN PENNSYLVANIA AND SOUTHERN NEW JERSEY 


Concerdia 

Lumber, N. Y. 
Franklin, Pa. 
Central Union 
Citizens 

Phoenix, of Hartford 





| Continental 

Firemens, N. J. 

Granite State 

Jefferson, Pa. 

Peoples National 

St. Paul Fire and Marine 
Teutonia, Pa. Springfield Fire and Marine 
National Ben Franklin Western of Pittsburgh 


General Agents Commercial Casualty Co. of Newark 


ST. PAUL FIRE AND MARINE AGENCY FOR AUTOMOBILE FLOATING POLICES 
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POLICYHOLDERS TAKE STOCK. 





Shares in Insurers’ Reciprocal Fire In- 
surance Co. Sold Only to Mer- 
chants and Manufacturers. 





Stock in the Insurers’ Reciprocal 
Fire Insurance Co. now forming in Jer- 
sey City, will be sold only to merchants 
and manufacturers throughout’ the 
country, who must also become policy- 
holders in the organization. 

The proposed company “will begin 
business with $100,000 capital and $50,- 
000 surplus—capital will be gradually 
increased to $1,000,000 and surplus to 
$500,000.” The first allotment of 2,000 
shares is offered at $80 per share; of 
this sum $50 is applied to capital, 
$25 to surplus and $5 to organization 
expense. 

Should a policy be cancelled or al- 
lowed to lapse, the assured will be paid 
cash for his stock holdings, together 


“with all paid in and earned surplus.” 


For a time the company’s individual 
line limit will be $25,000. 

“To avoid heavy losses from confla- 
grations, it treats as a fire zone a circle 
of five squares in congested business 
sections of cities—it limits its liability 
in a fire zone to the amount it will un- 
derwrite on a standard isolated risk.” 

The Insurers’ Reciprocal Fire “is the 
outgrowth of the Inter-Insurers of 
America of Washington, D. C., and un- 
der the same management.” The com- 
mittee on organization of the intended 
company is made up of the following 
named: Hon. E. G. Stokes, ex-Gover- 
nor New Jersey and president Mechan- 
ics’ National Bank, Trenton, N. J.; Wm. 
M. Pratt, president Goodell-Pratt Co., 
Greenfield, Mass.; C. E. Gudebrod, 
president the Gudebrod Brothers Com- 
pany, New York; E. G. Bernard, presi- 
dent Troy Electrical Company, Troy, 
N. Y.; Henry Hudson, president the 
Hudson Fibre Co., Hudson, N. Y.; 
Henry T.-Kent, treasurer the Thos. 
Kent Mfg. Co., Clifton Heights, Pa.; 
Rufus L, Sisson, vice-president the Rac- 
quette River Paper Co., Potsdam, N. Y.; 
G. Thomas Dunlop, Washington, D. C.; 
James R. Skinner, attorney-in-fact, In- 
ter-Insurers of America, Washington, 
D. C.; Hon. Dayton Hedges, president 
Patchogue Coal & Feed Co., Patchogue, 
N. Y.; Ralph H. Folsom, insurance man- 
ager, New York; A. G. Heller, vice- 
president and secretary the Helier 
Brothers Company, Newark, N. J. 





Sues Philadelphia Concern. 





Damages to the extent of $10,000 is 
asked from the William Cramp and 
Sons Ship and Engine Building Com- 
pany of Philadelphia, by Richard Cort- 
right a former employe, who claims to 
have been badly injured some months 
ago. 





“Live Articles on Industrial Safe- 
guards’”’ is the name of a little book 
brought out by the Weekly Underwrit- 
er, containing reprints of articles that 


appeared in the monthly liability sup- 
plement of that paper. The articles 
contain information on a long list of 
industries and they are plentifully 
iilustrated with photographs and dia- 
grams. The book is convenient pocket 
size, bound in cloth. Price $1.05 each. 





SIGNED APPLICATIONS. 





Insurance Contracts Should be Care- 
fully Drawn to Avoid Confu- 
sion in Settlements. 





To avoid delay and difficulty in the 
adjustment of losses extreme care 
should be exercised by agents in writ- 
ing policies. As to the desirability of 
getting signed applications from the 
assured, the “Fireman’s Fund Record” 
says: 

“A disturbing element in the New 
York Legislature and in other law- 
making bodies, who have an old-fash- 
ioned idea that the fire insurance man 
should follow the same business-like 
method course in regard to value, con- 
dition and title to the property on 
which the possible ultimate payment of 
$500, $5,000, $50,000, $500,000, or $5,- 
000,000 loss is assumed, as would ‘be 
taken by an ordinary prudent man in 
his purchase of a $50 plug horse, or a 
$500 polo pony; these lawmakers don’t 
know that the man who has time to in- 
spect the horse or the pony cannot 
spare time to furnish to the companies 
the particulars of title, incumbrances 
or other conditions of the $500- or $3,- 
000,000-property on which insurance 
is asked, in fact these lawmakers can- 
not understand why men will bind their 
companies and shareholders by con- 
tracts, ‘signed, sealed and delivered,’ 
for millions of dollars, without a 
scratch of a pen, or the mark of a pen- 
cil, on the part of the insured. 

“There was a time within the mem- 
ory of the writer when signed policies 
were issued only on receipt of signed 
applications, and the representatives 
of the shareholders had some ‘say’ 
about rates of premium, forms of poli- 
cies and adjustment of losses. 

“Rate payers pay $75,000,000 to $100,- 
000,000 annually to agents and brokers 
in the United States, for making con- 
tracts of insurance, which contracts 
should have same care as other con- 
tracts and should not imperil the value 
of the indemnity by the too often de 
lays in adjustments caused by am- 
biguous and careless wording.” 





Extends Facilities to its Agents. 





Local agents of the Svea Fire & Life 
have been advised by its United States 
Manager Morris L. Duncan, of a large 
extension of carrying capacity of the 
Company, its increased facilities being 
placed at the service of its local repre- 
sentatives everywhere. 





Authorized Capital $500,000 


Brtroit National Hire 
Insurance Cn. 


DETROIT, MICHIGAN 


A Company to be built gradually and along the indicated 
lines of permanence 


AGENCY CONNECTIONS SOLICITED 








FIRE ASSOCIATION 


Organized 1817 
Cash Capital $750,000 





Office: Company’s Building, 407-409 Walnut St. 
Incorporated 1820 
Assets $9,091,141 


E. C. IRWIN, ident T. H, CON N, Vice-President ¢ 
a SoA ARETE ian aa 


OF 
PHILADELPHIA 


Charter Perpetual 











WITHDRAWING FROM FIELD. 
John A. Kelly Company General Agency 
Now Restricting its Activity to 
Suburban Territory. 





Since its surrender of the New York 
State general agency of the Michigan 
Commercial, of Lansing, in July last, 
the John A. Kelly Company of this city, 
has confined its activities to handling 
the Fire Association in the suburban 
territory. The general agency, which 
is distinct in every respect from the 
extensive Keliy & Fuller local agency, 
at one time represented in the Eastern 
field the Federal Underwriters, Potomac 
and the Franklin, of Washington, D. C., 
the Western Reserve of Cleveland, 
Michigan Commercial and several other 
companies. 

The majority of the companies have 
since reinsured and practically retired. 
The Michigan Commercial is handling 
New York State direct, local agents 
now reporting to Lansing. 





BROKERAGE BUSINESS TABOOED. 





All lowa Risks Must be Written by 
Local Agents and Full Commis- 
sion Allowed Thereon. 





Companies licensed in Idaho are no 
longer permitted to accept business in 
the State from non-resident brokers, 
but must see that it comes from duly 
accredited local agents only, and that 
the latter be allowed full commission 
thereon. 

Failure to observe the law governing 
such action lays the offending company 
open to a fine of $500 for each offense. 





POOR PRESSURE AT RAHWAY. 





City Council Investigating Complaint of 
Insufficient Water Service at 
Recent Fire. 





Rigid inquiry is being made by the 
city council of Rahway, N. J., as to the 
reason for the insufficient water pres- 
sure available at a fire some days ago. 
Mayor T. A. Fyffe is considerably 
wrought up over the matter, and is anx- 
ious that the condition complained of 
shall not again exist. 








JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS, 














Through its Los Angeles, Cal. agents 
the Globe Indemnity Company of New 
York recently issued a probate bond for | 
$1,500,000 to Mrs. Emily Brinsmaid as | 
administratrix. 


READ ~~ | 
THE EASTERN UNDERWRITER | 
A Weekly Journal Which Helps the Agent | 

PRICE $3 PER YEAR | 


Address, 105 WILLIAM STREET 
NEW YORK CITY 


‘The Leading Fire Insurance Company 
of America” 





CASH CAPITAL, $5,000,000.00 


WM. B. CLARE, President 
Vice-Presidents, 


HENRY E, REES A. N. WILLIAMS 


Secretary, 
E. J. SLOAN 


Assistant Secretaries, 
E. 8. ALLEN Gby E. BEARDSLEY 
RALPH B. IVES 


W. F. WHITTELSEY. Jn., Marine Secretary 





TWO HUNDRED AND FOURTH VEAR 


SUN 


INSURANCE OFFICE OF LONDON 
FOUNDED 1710 
UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
39 South La Salle Street - 
PACIFIC DEPARTMENT: 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 


BRITISH AMERICA 
ASSURANCE CO. 


INCORPORATED 1833 
Head Office: Toronto, Canada 
UNITED STATES BRANCH 


January 1, 1913 


Chicago 











$1,746,624.71 
701,543.82 


BORO... << save en TEN 
Surplus in U. 
HON. GEO. A. COX, President 
W. R. BROCK, Vice-President 
W. B. MEIKLE, Gen, Manager 





Calumet Insurance Company 
CHICAGO 











THE YORKSHIR 


FRANK & DuBOIS, U. 8. Managers 





Insurance Company, Ltd. 


Established 1824 


The “YORKSHIRE” is the Oldest and Strongest of the English Fire Companies not here- 
tofore represented in the United States 


O. E. LANE, Superintendent of Agencies, 80 Maiden Lane, New York 
New York Life Insurance & Trust Co., U. S. Trustee, 52 Wall Street 
PACIFIC COAST DEPARTMENT, McClure Kelly, Manager, San Francisco, Cal. 
NORTH & SOUTH CAROLINA DEPARTMENT, Harry R. Bush, Manager, Greensboro, N. C. 
SOUTHEASTERN DEPARTMENT, Dargan & Hopkins, Managers, Atlanta, Ga. 


OF YORK, ENGLAND 


ERNEST B. BOYD, Underwriting Manager 
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CASUALTY AND 





SURETY HAPPENINGS 





MAKES BIG GUT IN SURPLUS 


CAUSED BY INCREASED RESERVES. 








Departments Reduce United States 
Fidelity & Guaranty Co.’s Fund 
by $645,072. 





The examination of the United States 
Fidelity & Guaranty Co. of Baltimore 
by the insurance departments of New 
York and Maryland, to verify its con- 
dition as of December 31, 1912, which 
has been in progress many months, has 
resulted in a reduction in the surplus 
of that company of $645,072. This is 
caused chiefly by increased reserves 
and high loss ratio in liability business. 
The report goes back to 1910 in looking 
into some phases of the Company’s 
business, this being the year it started 
to write liability lines. It is shown 
that the Company had a high loss ratio 
in liability and that even the reserve 
requirements of the New York law in 
this respect were’ inadequate. 

The report shows the Company to 
have total admitted assets of $7,401,325, 
surplus over all liabilities of $520,304 
and a total premium income in 1912 of 
$5,444,759. 

No reserve at all had been carried 
by the Company against indefinite term 
bonds, which were cancelled soon after 
being written. There has never been 
any general practice in reserving on 
these bonds, which are chiefly issued 
covering lost certificates of stock and 
similar valuable papers, and in this 
connection the remarks of the examin- 
ers are interesting and set a standard 
for such reserves. The report says: 
“We are of the opinion that such bonds 
should be reserved on a seven year 
term basis and have made such compu- 
tation, resulting in an increase of $84,- 
968.” 

The income portion of the financial 
exhibit shows premium income in the 
different departments as follows: 


INCOME. 

Net premiums: 
DOC. ads sbinsaDiaiaes $123,933.66 
RES Saris ye paar ene 47,298.26 
ROME chico ok eancbcaewews 1,259,859.7¢ 
Fidelity and surety ........ 3,485,676.73 
Guaranteed attorneys ...... 20,055.00 
if (ea 97,798,42 
Serr Ts 9,152.53 
Burglary and theft ....... 265,626.11 
ee WD waincuntesosuasaee 698.79 
Auto and teams property 

CE 6 ccrenicngiaesn 112,623.95 
Workmen's collective ...... 22,036.41 


SOL vcausiwsussweneesins $5,444,759.50 


Unearned Premium Reserve. 

The report goes on to say: 

“A substantial difference exists in 
the computation of the unearned pre- 
mium reserve for liability insurance. 
This difference, exceeding $100,000, is 
principally due to the fact that the 
Company created reserves for pay roll 
audits which were entered on the books 
in 1912 and which were fully earned at 
tinie of entry. We have made a de- 
tailed check of the liability premiums 
in force and have eliminated pay roll 
audits, treating such pay roll audits as 
eirned premiums. The result, of course, 
tends to increase the special reserve 
for liability losses, while it decreases 
the liability for unearned premiums. 

“The examination of the premium re- 
serve on Fidelity & Surety bonds has 
developed the fact that on certain class- 
es of bonds, know as indefinite term 
bonds, the Company carries no reserve, 
It appears to be the practice to cancel 
such bonds goon after they are written, 





with the consequent result that no 
premium reserve is charged at the ex- 
piration of the year. An analysis of the 
Company’s experience does not seem 
to justify this practice. We are of the 
opinion that such bonds should be re- 
served on a seven (7) year term basis 
and have made such computation, re- 
sulting in an increase of $84,968. 

“A careful examination has been 
made of the practice in connection 
with the termination of liability on 
continuous bonds, viz.: Contract and 
judicial bonds where the contract has 
not been completed or where the Com- 
pany has not been fully discharged of 
liability by the court. The examina- 
tion has developed the fact that during 
the month of December a considerable 
number of bonds had been cancelled 
without proper authority or evidence 
that the Company’s liability has ter- 
minated. In all such cases where can- 
cellations have been effected without 
proper authority we have restored the 
premium reserve on such bonds, result- 
ing in an increase of $10,578.15. 

“The total difference in the reserve 
on Fidelity & Surety bonds amounts to 
an increase of $98,577.23. The total de- 
crease on liability reserve amounts to 
$100,108.10, while the net difference for 
the entire reserve amounts to an in- 
crease of $7,417.95. 

“Special Reserve for Unpaid Liability 
Losses.—The liability loss reserve as 
computed in schedule P of the annual 
statement by the Company is equal to 
$105,188, while the computation as made 
by the examiners shows a reserve of 
$176,462. The increase in the reserve 
of $71,274 is due to the following facts: 

“1. The reduction of reserve for un- 
earned premiums amounting to $100,- 
108.10. 

“2. It appears that the Company has 
deducted from the 1912 writings $26. 
841.06 on account of rebates which are 
properly applicable to the writings of 
the year 1911. 

“3. An examination of the suit docket 
in the claim department shows that on 
December 31, 1912, there were 21 suits 
open and being defended for  policy- 
holders whose contracts were issued in 
1910 while the Company reported only 
1] suits. All of such suits are subject 
to a reserve of $750 each. 

“As this Company has been trans- 
acting liability insurance only since 
1910, the loss reserve under the provi- 
sions of the New York insurance law 
is based upon 51 per cent. of the earned 
premium, while the actual uncomplet- 
ed experience of the Company for the 
three (3) years of 1910, 1911 and 1912 
indicates a loss ratio of 59.8 per cent. 

“It is significant that while there 
were 108 suits outstanding on policies 
issued during 1911, no reserve is 
chargeable against such policies by 
reason of the fact that the loss pay- 
ment on account of such policies exceed 
51 per cent. of the premiums earned. 
In view of these circumstances it is 
evident that the loss reserve on the 
liability business of this Company, as 
computed under the law is inadequate. 

“A computation based upon the actual) 
uncompleted experience of the Company 
would exceed the legal reserve by 
$115,577. The Company reported 182 
suits pending under liability policies: 
the examiners find that the number of 
such suits on December 31 were 25% 
divided as follows according to policy 
years: 

Year— Suits. Year— Suits, Year— Suits. 
1910.... 231 1911.... 108 1912....138 

“The difference in the number of 
suits as reported by the Company and 
as determined by the examiners is due 
to clerical errors in the claim depart- 
ment and to differences of opinion as 
to whether certain actions defended by 
the Company were properly liability 





_— within the terms of the New York 
aw.” 


Uncollected Premium Account. 


That part of the report dealing with 
premiums in course of collection, in 
which there is a difference between the 
Company’s statement and the findings 
of the examiners of $85,180, says: 

“Premiums in Course of Collection.— 
In verifying this item the accounts of 
the home office of Baltimore and the 
branch office in New York have been 
examined in detail, and sworn state- 
ments have been secured from mana- 
gers of branch offices showing in detail 
all of the premiums on policies of in- 
surance and on surety bonds effective 
prior to October 1, 1912, and uncollected 
as of December 31, 1912. The result of 
such examination shows that while the 
total of the premiums in course of col- 
lection as reported in the annual state- 
ment is correct, the segregation of 
items over three (3) months old is in- 
correct. We find that the total pre 
miums over 90 days old should be $220,- 
717.71 instead of $135,536.99, making a 
net difference of $85,180.72. The sub- 
stantial difference, as shown in this re- 
port, is due to the following facts: 

“It appears that at the home office 
the Company has taken credit for 
agents’ net balances as of December 31 
instead of actual premiums in course 
of collection in all cases where such 
balances did not exceed the writings of 
the last three months of the calendar 
year. In segregating the uncollected 
premiums as of September 30 credit has 
been taken against such uncollected 
items for payments made subsequent 
to September 30 regardless of whether 
such payments covered policies written 
prior to or subsequent to October 1. 

“In making our analysis of the uncol- 
lected premium account we have used 
the effective dates on all policies of in- 
surance and surety bonds. 

“In the branch offices the segregation 
of premiums over and under 90 days old 
was apparently treated correctly, but 
the Company did not secure all of the 
information to enable it to report cor- 
rect figures in its annual statement. 
The Company provided an estimated re- 
serve of $5,000 to cover inadequate or 
incomplete information from branch of- 
fices. 

“The following comparative table 
shows the non-admissible uncollected 
premiums as computed by the Company 
and the examiners. 


Uncollected .Premiums More Than 
Three Months Due at December 
31, 1912. 

Depart- 

ment’s Company’s 

figures. figures. 
Home office ..... $97,196.02 $32,599.50 
INOW FORM cicaes 51,142.05 43,972.74 
i ae 2,204.07 2,204.07 
SS er 3,642.76 3,642.76 
Minneapolis ..... 4,356.60 4,356.60 
Phila. (surety) 3,249.32 3,061.82 
Phila. (casualty) Be ? ascastes 
San Francisco 15,289.27 15,289.32 
CD Atewewa en 21,144.34 21,047.34 
Washington ..... 1,195.84 1,195.84 
Th, BEE iccsisee eee 
TOPGRSO cccccese isa - 
Salt Lake City .. oo ere 
Spokane ........ are 
DONE sccsseves Dee -scweneds 
Indianapolis 8,167.00 8,167.00 
Kansas City cc. eer 





Total $220,717.71 $135,536.99 
“We have, however, made allowance 
for collectible renewal premiums on 
continuous bonds which have become 
effective during the last three (3) 
months of 1912 in all cases where the 
Company has retained as a liability the 
unearned premium reserve, but has not 
included in its ledger accounts the re- 
newal premiums. Such renewal pre- 
miums amounting to $51,093.12 appear 
on the ledger accounts during 1913 and 
are treated as a non-ledger asset in the 
foregoing financial statement. 
Reserve for Losses. 
“The following table shows the re- 
serve for losses and claims as com- 





puted by the company and the exam- 
iners: 





Company’s Department's 
Estimate Estimate 
eee $20,072.00 $32,605.51 
SE -6diwce aus 4,970.00 5,705.39 
Fid’ty and surety 938,442.81 1,486,640,84 
Plate glass .. 1,831.63 3,931.84 
Steam boiler ... 850.00 796.21 
Burg’y and theft 12,355.65 16,218.10 
Auto and teams 
prop’ty damage 10,286.00 15,649.49 
Workmen’s col- 
lective ....... 6,006.00 6,107.96 
rr $994,814.09 $1,567,655.34 


“With the exception of claims under 
liability policies the above represents 
specific estimates on each individual 
claim,” says the report. “It will be 
noted that the reserves for claims un- 
der accident, plate glass, steam boiler, 
burglary and theft, property damage 
and workmen’s collective have been in- 
creased by the sum of $24,643.22. The 
greater part of these claims have been 
paid during 1913 and the estimates rep- 
resent actual cash figures as shown by 
the company records. The increase in 
reserves is due largely to the fact that 
the company has failed to make pro- 
vision for accidents which have occur- 
red during 1912, but were not reported 
until 1913. 

“The greatest difference is to be 
found in the estimates on fidelity and 
surety claims. In making such esti- 
mates the examiners have had the ad- 
vantage of the subsequent information 
and the evidence of actual payments 
made in 1913 as against the company’s 
estimates of December 31, 1912. While 
such claims have been, in our opin- 
ion, largely underestimated and con- 
sistently so for a number of years, this 
is due to the fact that the Company’s 
claim adjusters have strong faith in 
the merits of the Company’s defenses 
and are inclined to view the probable 
outcome with more or less optimism. 
It is true that the estimates made by 
the examiners largely represent judg- 
ment and opinion, but such judgment 
has been based upon facts well con- 
sidered. In making such estimates the 
examiners have used as a basis the 
Company's past experience, the actual 
cash payments made during the seven 
(7) months of 1913, the judgments of 
the courts as expressed in the latest 
decisions, the value of collateral, the 
responsibility of indemnitors, the 
merits of the Company’s defenses, the 
probable salvage to be recovered in the 
future, and have given all of these facts 
due consideration in providing ade 
quate reserves on surety claims. 

“A hearing has been granted to thé 
Company’s claim department, wherein 
all of the cases to which exception has 
been taken have been freely discussed, 
and, in the opinion of the examiners, 
the reserves herein provided come 
nearer to expressing the ultimate lia- 
bility of the Company than the reserves 
provided in its annual statement. 

“Attention must be called to the fact 
that there is a practice of closing cases 


on receipt of favorable reports from 
local attorneys and adjusters; subse- 
quently such cases require to be re- 


opened and frequently it is necessary 
to make a payment in order to dis- 
charge the Company’s obligation. The 
cases reopened in 1913 required the 
payment of approximately $55,000 dur- 
ing the first six months of the year. 
When a case is reopened the Company 
creates a new claim by giving the case 
a new claim number. We think this 
is erroneous and recommend that re- 
opened cases should carry the old claim 
number so as to enable the department 
and its examiners to trace the dis- 
position of each case under its original 
claim number. By following this prac- 
tice the Company will be enabled to 
prepare schedule ‘O’ and schedule ‘G’ 
of the annual statement upon a more 
definite and accurate basis. 
Reduction of Surplus. 

“The following table shows in detail 
the net decrease in the surplus as a 
result of this examination: 

(Continued on page 14.) 
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BROKERS PROTEST 10 EMMET 


OPPOSE COMMISSION REDUCTION. 


Hearing by New York Insurance Super- 
intendent Brings Strong Pretest 
From “The Street.” 
Superintendent W. T. Emmet of the 
New York Insurance Department gave 
a hearing Tuesday on the proposed re- 
duction of brokers compensation on 
liability business to 12% per cent, and 
a strong aggregation of prominent 
brokers appeared to protest against the 
big cut. The reduction was made by 
the Casualty Insurance Exchange and 
a number of outside companies as weNR, 


on the instructions of Superintendent 
Emmet, that they must limit the ac- 
quisition expense of this class to 20 


per cent. 

A brief on behalf of the Fire Brok- 
ers Association of New York was pre- 
sented by Julian Lucas, Jr. In this it 
was contended that many companies 
operate under expense ratios much 
higher than that set by the Insurance 
Department, yet pay a handsome profit 
to their policyholders. It was held that 
reductions in expense should be made 
in administrative and overhead charges 
and not in commissions paid for the 
production of business. A comparison 
was made of the salaries or other com- 
pensation of officers and employes ex- 
cepting the commission of agents, 
among a number of companies and cit- 
ing one the brief said: 

“If the Employers’ Liability can 
operate under a 34 per cent, expense 
ratio, pay the prevailing rate of com- 
mission, and year after year turn over 
to their stockholders a handsome profit, 
the answer should be not to reduce 
ccmmissions but to compel these com- 
panies, some of whom operate under 
expense Tatios of from 45 per cent. to 
60 per cent. to reduce their excessive 
and extravagant over head and a®@ 
ministrative expense.” 

The preferential commission allowed 
by the Casualty Exchange to special 
agents was objected to by the brokers 
saving that the special agents were 
simply preferred brokers. The brief 
said that it was common rumor that 
companies, contemplating the action of 
he Exchange had made contracts with 
brokers controlling large lines at much 
higher rates of commission that those 
I ntly ] 1 The brief 





ecently omulgated. con- 
cluded as follows: 
“The unsatisfactory conditions, exist- 
ing for the last two years or more in 
iability business, as to commissions 
matters, has been due to the 





( among the companies anu 
lacl faith and distrust in one an- 
other. Many of the brokers of this 


have spent the best part of their 
ives, some of us upward of twenty-five 
years, in acquiring the knowledge, edu- 
tion and training so necessary to our 








business, which a technical one. 
There are thousands of young men. 
ecess a high grade of intelli- 
vho have been trained in our 

nch of the business and who depend 

it for a living. It is not possible 

| isiness to be conduct- 


a 12% per cent. com- 
e do not believe that 
the liability companies 
to conceal their 
the broker.” 





ou as a cloak 
nning effort to destrov 


UP WITH THE MILLIONAIRES. 


Prudential Casualty’s Assets Now Ag- 
gregate $1,049,284 With Liberal 
Surplus-Writing Conservatively. 


That the steady business policy fol- 
( d by the Prudential Casualty Com- 
yar of Indianapol is one that will 
nsure permanent success, is empha- 
zed by each successive financial 


tatement put forward by the corpora- 


tion. 


At the 
present year The 


of the first half of the 
Prudential reported 


close 


THE EASTERN UNDERWRITER 


assets of $1,049,284 with a policyhold- 
ers surplus of $626,016. 

Ballard & Garratt, of New York city, 
the Company’s agressive general agents 
for this important territory, announce 
the appointment of John A. Banks, as 
manager of their burglary department. 
Mr. Banks was for several years 
counterman in the Sewall & Alden 
agency and is widely acquainted among 
metropolitan brokers. 





NEW LIABILITY RATE MANUAL. 


Adopted for New York State by Stand- 
ing Committee of Compensation 
Bureau Workmen’s. 


The standing manual committee of 
the Workmen’s Compensation Bureau 
has finally agreed to the new rate man- 
ual for New York State after a num- 
ber of meetings on the subject and the 


new manual will be promulgated Oc- 
tober 1. When printed it will be filed 


with the Insurance Department. 

The revised rates in the new manual 
show some material advances for the 
very hazardous classes that have been 
notoriously unprofitable, while in other 
classes but little change has _ been 
made. Some schedules for risks in 
the territory outside of New York City 
are lower than for the same class in 
the city where the hazard is greater. 





VICTORY FOR LAW AND DECENCY. 


Mississippi Attorney Disbarred for Ir- 
regular Practices in Connection 
With Damage Suit. 


All lovers of decency and order will 
applaud the recent action of a 
prominent Mississippi judge in roundly 
scoring and disbarring from future 
practice a leading attorney of the State 
for irregular practices in handling a 


damage suit against a traction com- 
pany. 
Further: Since the disbarrment the 


returned a true Dill 
lawyer, the 
subornation 


grand jury ,has 
against the discredited 
charge being attempted 
of perjury. 

Underwriters have become so accus- 
tomed to verdicts in Mississippi that 
strained common sense and simple jus- 
tice to the breaking points, that the 
attitude of the court in the case above 
noted most welcome sur- 
prise. 





comes a8 a 


TO PROTECT AUTOISTS. 

New Jersey Organization Formed to 
Aid Car Owners in Securing Low 
Priced Indemnity. 

An organization newly incorporated 
in New Jersey is the American Motor- 
ists Protective Association, which 
among other objects plans to “provide 
members with policies covering special 
motorists accident insurance from re- 
sponsible corporations authorized by 
law to issue same, and at a minimum 

expense.” 

ACCREDITED PHYSICIANS. 
List of Medical Men Representing 
Claim Departments of Casualty 
Companies Being Compiled. 


A list of physicians representing the 
claim departments of the numerous 
companies belonging to the American 
Association of Accident Underwriters 
is being compiled by D. A. Stoker, man- 
ager of the casualty department of the 
American Bankers Insurance Company 
of Chicago. 





GATHERING POSTPONED. 


Southern Casualty and Surety Confer- 
ence to be heid at New Orleans 
Latter Part of October. 

H. DPD. Huffaker, president of the 
Southern Casualty and Surety Confer- 
ence announces that the annual gather- 
ing of the organization will be held at 
New Orleans on October 28 and 29. 


PHILADELPHIA COMMISSIONS CUT. 





Both Bureau and Non-Bureau Compan- 
ies Join in Reductions in Liability 
Compensation. 


Agents and brokers in Philadelphia 
have been notified of a reduction in 
commissions on liability -business in 
that city which will become effective 
October 1. The new scale is 20 per 
cent. for local and general agents and 
12% per cent. for brokers. All com- 
panies writing liability business - in 
Philadelphia joined in the agreement 
after a conference last week in which 
both bureau and non-bureau compan- 
ies participated. 





MAKES BIG CUT IN SURPLUS. 


(Continued from page 13.) 
Decrease iin Surplus. 





Bonds and stocks.......... $19,970.50 
Premiums in course of col- 

DO oo whe ies creas exes 85,180.72 
Accounts in suspended banks 14,767.22 
Subscriptions department, 

guaranteed attorneys...... 1,844.63 
Losses and claims.......... 572,841.25 
Liability loss reserve....... 71,274.00 
Unearned premiums........ 7,417.95 
Bills «and accounts due and 

RE ecg dadwheeee ne aes 17,188.40 
Due to stockholders......... 17,817.39 
Return premiums........... 2,375.43 
Collateral deposits ......... 9,614.64 
Reserve department guar- 

anteed attorneys.......... 11,205.35 
Real estate expenses........ 3,865.00 
Claims for ‘personal injuries 4,000.00 

$839,362.48 

Increase in Surplus. 

RR MNRIO Sb x. kéccacke earns $3,703.93 
Bills and accounts receivable 13,255.83 
PEE Sisrcc6c.ed bap aes wher 604.54 
Pe ree 114,781.02 
Renewal premiums ......... 51,093.12 
CNS oo 5c a. 0'0'5:b eoeeeee 7,350.94 
Tax on premiums........... 3,500.35 


$194,289.71 
Net decrease in surplus. .$645,072.77 
Conclusion. 


“Surety Premium Reserves.—We have 


. September 25, 1913. 








already indicated our approval of the 
accounting methods employed by the 
Company in connection with renewal 
premiums on fidelity and surety bonds. 
We recommend, however, that greater 
care ‘be exercised in canceling reserves 
on continuous bonds, such cancellations 
to take effect only upon satisfactory 
evidence of termination of liability. 


“Liability Loss Reserves.—This Com- 
pany entered the field of liability in- 
surance primarily for the purpose of 
protecting itself against the encroach- 
ments of liability companies, who are 
extending their operations so as to in- 
clude surety business. From the facts 
and figures submitted in this report it 
is evident that the experience of this 
Company indicates a high loss ratio on 
liability underwriting, and that the 
loss reserves provided by law will be 
insufficient to meet the obligations un- 
der liability policies issued during the 
past three years. 


“Surety Loss Reserves.—The in- 
crease in the surety loss reserve, as 


determined in this examination, indi- 
cates the necessity of establishing 
higher standards in providing esti- 


mates for outstanding claims. We 
recognize the difficulties that attend 
the valuation of reserves on the basis 
of specific estimates and recommend 
to the officials of the claim depart- 
ment the advisability of creating higher 
estimates and revising, such estimates 
with greater frequency on the basis of 
information derived from investigators 
and local attorneys. We are of opin- 
ion that in creating reserves the offi- 
cials of the claim department are at- 
taching too much importance to antici- 
pated salvage to be recovered from in- 
demnitors. While prospective salvage 
is an important factor in determining 
claim reserves, the consideration of 
the value thereof should be limited to 
cases where the Company has adequate 
collateral or indemnitors of wunques- 
tioned financial responsibility. 

“Annual Statements.—The _ substan- 
tial reduction in the surplus, as shown 
herein, leads your examiners to rec- 
ommend that the Company exercise 
greater care and conservatism in the 
preparation of the annual statements to 
the insurance departments.” 
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Capital & Surplus ‘ 


Southwestern Casualty 
SAN ANTONIO, TEXAS 


President, HOMER EADS 
Vice-President M. T. COGLEY 


Agents wanted everywhere in the State of Texas, for Accident, Plateglass, 
Burglary and Bonding Lines 


Company 


$290,000.00 








WHAT YOU DESIRE 


IS COMING TO YOU 





No ‘‘ifs’’ 


NEW ORDINARY 


GET NEXT! 


‘‘ands”’ or ‘‘buts’”’ the 


GREAT EASTERN ULTRAS 
ACCIDENT AND HEALTH 
INSURANCE CONTRACTS ARE WHAT YOU 
DESIRE AND WHAT YOU_CAN SELL 


GREAT EASTERN CASUALTY COMPANY 


55 JOHN ST., NEW YORK 
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Surplus 
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SPECIAL TALKS WITH LOCAL AGENTS 





Experience with the resi- 


Small dence policies in small 
Burglary amounts from $100 up indi- 
Policies cates beyond question that 


the issuance of such poli- 
cies creates business which otherwise 
would not be secured, says the Massa- 
chusetts Bonding Co. We are now re- 
ceiving a steady volume of new busi- 
ness under these small policies, and 
the demand is increasing perceptibly 
each month as the activity of the agents 
who are interested gives publicity to 


the policy. 

Every agent who is determined to 
make his territory yield him all that 
he is capable of getting out of it must 
necessarily push the sale of these small 
policies. The chief advantage in featur- 


ing them at just this time is that you 
have a new and undeveloped field to 
work, and judicious activity will pro- 
duce a large demand. These policies 
are bought by householders who have 
never felt that their possessions de- 
manded or justified the larger coverage 
afforded by the usual policy. A large 
volume of the small policies can be se- 
cured and will constitute a most de- 
sirable line to have on your books, re- 
newable year after year. 
* * a 
Joseph L. Hepburn, 

Difficulties claims auditor of the Na- 

in Making tional Casualty Co. points 

Adjustments out that the work of ad- 

justing claims is made 
very difficult by the lack of information 
supplied by the agent. Mr. Hepburn 
says: 

“The claims auditor is often con- 
fronted with the lack of information in 
order to properly adjust a claim. The 
bare facts as presented in the final 
proofs are not sufficient in a great many 
and the necessity of getting at 


cas 
the bottom is impressive. What we 
dont find in the finai proof is very often 
what the department wants the most 
and the active agent can supply this 
necessity by investigating and giving 
the company the information that the 
proofs lack. In many cases the in- 
difference of the agent often delays an 
adjustment. Proofs are presented in 
which half the questions are  un- 
answered, and if they are answered the 
answers are very evasive, and we have 
to look to the agents to give us the 
true facts, and it happens many times 
that the agent fails us and we have 
to gather the information from other 
sources. 

“We often wonder why an agent is 
eareless or indifferent in not trying to 
give the company all the facts possible, 
because it is certainly to his interest 
to have claims adjusted properly. If 
there is a tendency to concealment by 
the claimant, the agent should immedi- 


ately inform the company of the true 


facis so the department can act accord- 
ingly. Padding is very often tried and 
a little quiet investigation by the man 


on the job is sure to reveal it. There 
are hundreds of alleged accident claims 
which look perfectly straight in the 
proofs but when investigated by a live 
agent often turn out to be no accident 


at all jut how many of you are on 
the job? There wouldn’t be any neces- 
sity of a long train of correspondence, 
of specially prepared blanks, of investi- 
gations by outside parties of claims, if 
every agent would be alert and strive 
to give the department ali inside facts 
which the proofs presented by the 
claimant do not show. 

“In case of any complications sus- 
pected in alleged accidental death 


claims, such as fighting, murder, drown- 


ing, drunkenness, poisoning, suicide, 
ete, we should have definite informa- 


tion straight from the agent. What we 
mean by definite information is not just 
hearsay, but written statements from 
Witnesses, etc. We have in mind three 
or four suspected cases lately where 
agents were asked to find out the abso- 
lute facts. What we got was that 
Neighbors saw certain things, another 


man heard certain things, and there 
were rumors of other things and conse- 
quently the claims should be turned 
down. There wasn’t one absolute fact 
brought out. ‘Not a written statement 
from a witness or any helpful informa- 
tion. There was nothing that the com- 
pany could do with absolute certainty 
take definite action about, and to get 
the information the company wanted, it 
had to go to considerable expense by 
putting special investigators at work. 

“The compary stands ready and will- 
ing to pay claims that are on the 
square. They want to pay them 
promptly so the agent can take advan- 
tage of it and increase his business, but 
the only way that the department can 
do it is to have the facts, and the in- 
difference and listlessness of the agents 
often prove a serious handicap in ac- 
complishing the desired end. 

“So we say to our friends, the agents, 
get all the irformation you can, and 
make it as definite as posible, and the 
department will do the rest.” 

= - * 
An outfit for an insur- 
What the ance agent should con- 
Live Agent sis‘ of something else 
Should Know besides descriptive leaf- 
“lets, rate book, sample 
policies, application blanks, and a cer- 
iain ability to repeat, parrot-like, a 
soliciting plea culled from his com- 
pany’s literature. Any man of ordinary, 
or less, intelligence with this meager 
equipment can advertise himself as an 
insurance agent and plod along in the 
insurance field with but little encourazge- 

ment or success. 

It is doubtful if there is any business 
problem requiring more skill to success- 
fully solve than that of insurance, and 
certainly in no branch of it is greater 
skill demanded than in the agency field. 

Ordinary men are really of but little 
use save as pickers up of crumbs. The 
demand is for men of strong mentality 
—men with a mental outfit enabling 
them to supplement routine methods 
and talk with facts and statements en- 
volved through close study not only of 
the company represented and its con- 
tracts but of all competing companies 
and contracts. This requires applica- 
tion, study, time, yes, but it is in this 
that an agent acquires his main “stock 
in trade” and fits himself to meet field 
problems and acquit himself like an 
agent. 

The well equipped agent knows his 
own company and its contracts thor- 
oughly, he also knows the weak and 
strong points of other companies and 
contracts likely to be met with in com- 
petition, and in the self confidence this 
inspires he meets a prospect with the 
mien of a man “who knows what he 
knows because he does know” which 
in itself is impressive. So far as his 
field work is concerned his main idea 
should be the merits of his company 
and contracts and while presenting and 
advocating their strong features ignore, 
and apparently that there is such a 
thing as another company or contract. 
and in so doing he implants a favor- 
able impression upon the mind of his 
prospect and lays a strong foundation 
for an impressive and successful com- 
parison with propositions of other com- 
panies should occasion arise. 

A better plan always is to ignore all 
other companies or contracts advanc- 
ing as succinctly as possible the strong 
and telling points of your own without 
reference to any other. It is time 
enough to don fighting garb when your 
prospect begins to draw comparisons, 
for by that time you ought to have 
so impressed him with the merits of 
your proposition as to have estab- 
lished for yourself a great advantage. 

The main point to be observed by 
the agent is to concentrate on his com- 
pany and his contracts, and not waste 
time or ability in animadversions upon 
other companies or contracts, reserv- 
ing knowledge in regard thereto for 
use only as called for by inquiries or 
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Modern business demands 
System many things that were both 
and unthought and unheard of Ghe. 
Progress a comparatively few years 
ago. We live in a more aCCIDINT 1h, 
, . SURMNCG, pew 
progressive age than ever before. Mie 


of Hew York 
SUPERIOR POLICIES 


KIMBALL C. ATWOOD, President 


Necessity has truly been the mother of 
invention, and much has been developed 
just though necessity. One of the 
factors that has become most promi- 
nent in the business life of today is 
system. This is being featured in every 
progressive business institution in the 
land. This great element is being 
utilized in every possible way to enable 
business men to produce results of the 
highest standard and with the greatest 
possible speed and economy. System is 
one of the leading implements with which 
man aims to keep abreast of the times in 
the great competition that has become 
so much in evidence. There is no class 
of business men that needs to adopt 
modern methods more than the insur- 
ance man, and by the same token there 
is no business that will be more greatly 
benefitted than the insurance business. 
A word to the wise is sufficient.— 
American Casualty Co. 


80 Maiden Lane, New York 











GEORGE J. KUEBLER 
Attorney - at- Law 


EXPERT LEGAL COUNSEL ON 
INSURANCE MATTERS 
Briefs of the Law in any State 
on Matters of 


INSURANCE 


a Specialty 


_st-te References on Application | siete 


| Suite 720-29 So. LaSalle St. Chicago, nm 


TELEPHONES: Randolph 6816 and 6817 


The Employers’ Liability 
| Assurance Corporation, Limited 





A Correction. 

The report of the agency committee | 
of the American Association of Acci- | 
dent Underwriters was prepared and 
presented before the recent ay geo 
of the organization by George Sum- 


mers, secretary of the Nation: te- 

ie cael oo s = ae | The original and leading Liability 
lief Assurance Co., of Philadelphia. | I “+? in the World 
In a recent issue an error was made | a ee naltinsioosa 


in crediting this report to C. B. Fuller, | 
who was succeeded as chairman of the 
agency by Mr. Summers. 


LIABILITY, STEAM BOILER, ACCIDENT, 
HEALTH, FIDEBITY 

| AND BURGLARY INSURANCE 

| 





KEEP POSTED By Readi United States Branch 
eadin ; 
THE EASTERN tien Bsircctntin SAMUEL APPLETON, United States Manager 


| Employers’ Liability Building, 
Each Week — | $33 Broad Street, Boston, Mass. 


Subscription $3 Per Annum l ACENTS WANTED 


YOUR “F & D.” GUARANTEE 


CLIENTS 
WANT THE 
Ww WRIT { Fidelity and Surety, Accident bar Health, 
E Ee, | Burglary, Plate Glass, Liability, Auto’ 
Capital Total Assets Surplus to Policy-holders 
$8,615,533.41 $4,837,505.91 


$2,000,000 
ORGANIZED, 1890 HOME OFFICE: BALTIMORE 


Fidelity and Deposit Co. OF MARYLAND 
EDWIN WARFIELD, President 
We Do Business Everywhere 


NEW YORK CASUALTY OFFICE, 84 William Street NEW YORK SURETY OFFICE, 2 
Phone: John 2432 Phone: Rector 2000 
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THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co. 
Home Office, 47 CEDAR STREET 
Chartered 1874 


POLICIES 


OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
DANIEL D. WHITNEY, Vice-Pres. 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Sec 
RELIABLE AND ENERGETIC AGENTS WANTED 


PLATE GL 
PERSONAL A CCIDENT 








THE SIGN OF GOOD CASUALTY INSURANCE 


HEAD OFFICE F. J. WALTERS 
a H I _ A G Oo Resident Manager 


animate 5S JOHN STREET 





F. W. LAWSON New York 
General Manager 
Liability, Accident, re ago Co. 
Burglary, Boiler and _ Resident enone iy 
Credit Insurance Established 1869. New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 
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OPEN TERRITORY 





Personal Producers who have also ability to organize 
territory and build a staff of productive agents will find 


abundant opportunity and salable policies with 


Scranton Life Insurance Company 


JAS. S. McANULTY, President 
SCRANTON, PA. 


Whilden & Hancock 


95 WILLIAM ST. 
NEW YORK 





General Brokerage Business 





..All Branches... 





“PROMPT ATTENTION” 








Equitable Advantages 


SOME OF THE GOOD THINGS ENJOYED 
BY EQUITABLE REPRESENTATIVES 


The backing of one of the largest and strongest financial 
institutions in the world. 

A Participating Company. 

A Prompt Paying Company. (f the 5,153 domestic death claims 
paid by the Equitable during 1912, nearly 98% were paid within 
one day after receipt of “" Proofs of Death.’’ 

A Company whose policies are standard contracts, drawn to con- 
form to the insurance laws of New York and ether States. 

A Company issuing every desirable form of insurance including 
Corporation insurance, .Income Insurance, Group Insurance, 
Monthly Premium Insurance, Home Purchase Insurance, Joint 
Life Insurance and sien ge variety of Annuities 


A Company sufficiently large and strong to insure applicants for 


large amounts under a single policy. 

A Company whose policyholders include the world’s Captains 
of Industry whose identification with the Equitable is in itself an 
endorsement. 


A Company whose canvassing documents are comprehensive, 


adequate and attractive. 


‘conservation of life,” 
lic y holders 


A Company engaged in a broad ‘ 
ment—aiming to lengthen the lives of its px 
insuring them. 


move- 
as well as 


The Society has openings in practically every State for energetic soliciting 


agents of character and ability. Address 


The Equitable Life Assurance ae Of the United States 


165 BROADWAY ~ NEW YORK 





A Distributed Influence 


The FIRST NATIONAL FIRE INSURANCE 
COMPANY OF WASHINGTON, D. C., is literally “in 
the hands of its friends.” These friends are more than 
2,000 in number, residing in each of the 48 States. 
This army of friends is made up of ‘the Company’s 
stockholders—substantial business men who have sub- 
scribed to the FIRST NATIONAL’S two millions of 
capital and surplus. Many of them are also loyal 
buyers of the Company’s policies. 








If the First National is not among the Companies 
you represent, both you and we should know why. 
This can be easily determined by correspondence. 


Write us 


First NATIONAL Fire 
INSURANCE COMPANY 


OF THE UNITED STATES 


Home Office WASHINGTON, D. C. 








BENJAMIN RUSH, Vice-President 
JOHN O. PLATT, 2nd Vice-President 








INSURANCE COMPANY OF NORTH AMERICA 


PHILADELPHIA, PA. 


FIRE A, MARINE 
Fo es, mS AND INLAND TRANS- 
AND TORNADO | ae a om §= PORTATION, MOTOR 
RENT, LEASE, USE [/J a5 ie gladly Bg 


, AND OCCUPANCY MOBILE FLOATER, 


PARCEL POST 


LOSSES PAID SINCE 
ORGANIZATION 


$154,461,000. 





CAPITAL - $4,000,000 % i. | 
ASSETS - $16,953, “> oe 
LIABILITIES - $8,649,873 


NET - SURPLUS $4,000,000. 
SURPLUS TO POLICY HOLDERS $8,303,900. 


EUGENE L. ELLISON President 


SHELDON CATLIN, Ass't. Secretary 





T. HOWARD WRIGHT, Sec’y and Treas, 

















Liability Accident 


Fidelity and Disability 


Surety Bonds Plate Glass 





Automobile Liability and Property Damage 
Workmen’s Compensation 
Industrial Insurance 


Casualty Company 
of America 


Home Office: 133 WILLIAM STREET, NEW YORK 

















